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Bring Back the Pride of Production 


T is generally being. recognized that under- 
production is the basic reason for the high cost 
of living. It is so patent a truth in the story of 

prices of the shoe industry, something has got to be 
done to bring back a “pride in production” so that 
more shoes can be made to fill the world-wide 
shortage. 

The great shoemaking centers of this country are 
fairly swarming with buyers from all parts of the 
globe. In Boston, in one day, one could meet buyers 
from Finland, South Africa, Argentine, China and 
England, and the invariable answer to every one of 
them was, “our domestic demand is so great until 
January | that we cannot make you a pair.” 

Tentative orders have been placed, however, based 
on today’s leather market, for production in the first 
three months of 1920 for export, if it is found that the 
domestic demand is not registered in time to permit 
of maximum present-day production for those three 
months. 

All of the world seems to have gone “shoe-mad.”’ 
When these buyers found that they could not get our 
shoes for immediate del'very, they got in touch with 
other sources to get foot coverings for the people of 
the world. 

By cable from Alex Zoccola, October 1, we learned 
that. “Brazilian and Argentine shoe manufacturers 
have initiated successful selling campaigns in Europe 
and are able to furnish shoes considerably lower in 
price than North American factories.” Nothing is 
said of workmanship, for the immediate demand is 
for foot coverings. 

Now what has all of this foreign demand got to do 


with the price of shoes in the shoe stores of the United 
States? The answer is in this one fact—shortage of 
men makes a shortage of the necessities of civilization 

Some fifteen million men have been taken out of 
productive work through being killed and maimed in 
the European war. ‘As the world average male earns 
a livelihood for four people, it means that 60,000,000 
people at least are consumers without the productivity 
of the male worker back of them. 

As one international expert puts it, “It will take 
until 1938 to bring us back to the producing popula- 
tion statistics of 1914. This shortage alone ought to 
point clearly that more shoes per year, per individual, 
should be manufactured. What we are actually 
getting is 60 per cent of the production of 1914, to 
face the 100 per cent demand of 1919. 

As an illuminating incident, the last straw is broken 
when workers in a big shoe factory having been given 
a 44-hour week and every wage demand asked, hit 
upon the irritating proposition of asking for 10 
minutes before 12 noon and 10 minutes before 5 
o'clock so that the workers could get washed and 
dressed and leave the building when the whistle 
blew. Can you beat it? 

The fallacy of reducing production is not apparent 
to the machine-mind, but when necessities rise in 
price through a lessening of production it affects the 
wage earners most—for they are the greatest con- 
sumers. It isn’t scarcity of materials, nor inflation — 
of currency that is the real reason for the H. C. of L., 
but it is the curse of underproduction. We have 
had five years of waste and of underproduction of 
necessities; let us now see to it that the cure is 





applied. We have the same materials here for the 
building of a new world—let’s do it. 

The economic strength of a country is not main- 
tained on a national wage scale of 40 hours of in- 
different labor in a week of 168 hours. No system of 
wages could be made sufficient for the varied inclina- 


tions of 128 hours. One hour’s work in four for the 


white race will not combat the menace of the yellow 
race with its “sun-up to sun-down schedule on a 
handful of rice per day.”’ 

It will take more activity than is now given by the 
silk-shirted worker at the modern labor-saving ma- 





A Little Common Sense, Please! 


The whole snarl of strikes and investiga- 
tions will untangle itself, if patience and 
common sense be applied and insisted upon. 
It is high time for cranks and agitators to 
be led to the rear and thrown out of the 
council-chambers. They have had their 
day; more fool theories have been put for- 
ward and dallied with in the past few years 
than in any similar period of all history; 
failure and starvation have been the chief 
results. We have gone far enough in the 
direction of crazy radicalism—much too 
far, but experience is the only teacher, for 
certain minds. 











chine to combat the deteriorating influences that come 
through inactivity. There is a low point of activity 
that destroys human life and ambitions—it is only 
by application, proper incentive and hard work that 
progress is made. 

Stop arbitrary limitations on the productivity 
of the individual—make it worth his while to be 
ambitiously active. It is wilful desertion when 
the call is for finished products the world over, and 
the records show it in the 75,000,000 less pairs of 
shoes made in the first quarter of 1919 as against the 
last quarter of 1918. 


Stop the decline in production—one factory showed 
in 1914 16 1-10 pairs of shoes per employe per week, 
and in 1919 this had reduced to eight pairs per em- 
ploye per week at an increase in wages of 100 per cent. 





“Evidence” That Is Not 
Evidence 


HAT was a remarkable conclusion of the Federal 

- Trade Board that “It was evident from inspec- 
tion of their gross profits that retail shoe dealers 
were charging the consumer too much.” It cannot 
be said truthfully of any business on earth that an 
inspection of its “gross profits’ will reveal anything 
certain as to whether the selling prices are too high. 

To give only the wholesale price and the retail 
price is to give only two dimensions, when three 
are necessary; like saying of a building “It is 100 
feet long and 50 feet high; it is evidently too large.” 
How do you know unfess you also know how WIDE 
it is?) How do you know what the real profits are 
unless you know not only the merchant’s buying 
price and his selling prices, but also his SELLING 
COSTS? You cannot possibly know anything about 
the justice of his selling prices, unless you know 
his cost of making the sales—unless you know what 
his innumerable bills come to, for freight, drayage, 
store rental, clerk hire, insurance, interest, taxes, 
heating and lighting, postage and a dozen other 
expenses. You know absolutely nothing about it. 

We have said before and will say again that 
the term “‘gross profits’? is a useless, meaning- 
less, misleading phrase which ought to be ruled 
out and forgotten. It is an attempted two- 
dimensional measure of a_ three-dimensional 
space. 

Usually it does not give even the two dimensions 
cerrectly. In giving the retail dealer’s cost of goods, 
it gives only the invoice price which he pays to whole- 
saler or manufacturer; it says not a word about the 
money he pays out for freight and drayage before he 
ever sets eyes on the goods, before they are in fact 
in his possession at all, nor for the expense in his own 
time or a buyer’s salary in deciding upon the purchase 
of a given lot of shoes, perhaps partially planning 











or designing their styles. All these things are cer- 
tainly part of the cost. 

Get rid of the word “‘profits,’’ either “‘gross”’ 
or “‘net.”? If you have an occasion to refer to 
net profits, which are the only real profits, 
call them ‘“‘earnings.”’ 

The word “profits” has an evil significance in the 
public mind, as being something illegitimate, some- 
thing in the nature of graft for the retail dealer, or 
an arbitrary tax wrongfully levied by the dealer 
on the consumer, instead of being as it truly is a mer- 
chant’s only pay for his time, his ability and ex- 
perience, the use of his capital and the risk of losing 
every dollar of it, as thousands of merchants do 
every year. Submerge the word. 





Government Arithmetic 


HE Federal Trade Commission, in its report 
on the retail shoe trade, made full use of that 
misleading and useless term, “gross profits.”” Further- 
more, in giving the amount of such miscalled 
“profits” it based the percentage upon the COST 
prices, but in giving the dealers’ rate of expense, 
the percentage was based on the dealers’ SELLING 
prices. 
The injustice of this can be seen from the follow- 
ing problem in the simplest of simple arithmetic: 


If a dealer paid $3 for shoes, and marked them up 


to $5, the commission tabulated his “gross profit’ 
as 66 2/3 per cent. (That is, 66 2/3 per cent of $3.) 
But suppose his selling expense was $2, then the 
commission would say ‘“‘the selling expense was 40 
per cent,” basing the percentage on the $5 selling price. 

The public mind would center upon the two state- 
ments of percentage: 66 2/3 per cent “gross profit” 
and 40 per cent expense; the conclusion would be 
jumped to that the dealer was making the difference 
between the two, or 26 2/3 per cent, as “NET” profit. 

But as a matter of fact, this dealer would not be 
making a single, solitary cent of profit! The $2 
gross mark-up was just cancelled, totally wiped out, 
by the $2 selling cost. Instead of making 26 2/3 per 
cent, which the public would think too much, no 
doubt, the dealer would be making exactly nothing 
at all. 
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The least that can be said of the commission’s 
method in this matter is that it is misleading to the 
public and unjust to the shoe dealer. It illustrates 


‘the too common attitude of governmental investi- 


gations, in assuming the air of a prosecuting attorney, 





Prices for Shoes vs. Wages Paid 


We Still Maintain That “In Comparison 
with a Day’s Wage, Footwear Today Is 
Cheaper Than Ever Before’’ 


In examining some old records kept by a 
Maine storekeeper, these interesting items 
were found: 


August 1, 1804. 1 pair men’s shoes, 
$1.70; 1 pair men’s fine shoes, $2.25. 

August 3, 1804. 1 pair black moroceo 
shoes for Polly Cole, $1.33. 

Jan. 13, 1806. 1 pair women’s black 
morocco shoes, $1.12. 

Apr. 25, 1806. A cowskin, 2lc. 

Jan. 8, 1806. A pair men’s wax leath- 
er shoes, small size, $1.92; 1 pair 
women’s fine calfskin shoes, $1.70. 

This last item was marked ‘‘Returned,”’ 
which would indicate that even in those 
days merchants had their troubles. 

Sugar was then 20c a pound. Carpenters 
and masons were paid from 10c to 12c an 
hour; unskilled labor about half as much. 

So it would appear that shoes, measured 
against wages, cost more one hundred years 
ago than even at the present day of alleged 
high prices. 











bent upon making out a case against an accused of- 
fender; as if the commission had decided in advance 
that shoe dealers were charging too much, and then had 
twisted mathematics to suit the needs of the theory 
it had adopted. It is not by any means a method best 
adapted to the bringing out of accurate, impartial, 
balanced and authoritative information, upon any 
subject whatever. 
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HEAVY TAN OXFORDS FOR WOMEN 
With Woolen Hose in Dark Heather Mixture 


New York —A new fashion in feminine footwear is 
noticeable on Fifth Avenue, which, with the aid of a 
foreign influence, is likely to develop more than a 
passing fancy. It is based on the adoption of black 
and tan wing tipped oxfords bearing a heavy sole, to 
be worn with woolen stockings in dark heather mix- 
’ tures, especially during the Fall and Winter months. 

Shoe retailers on Fifth Avenue are quick to grasp a 
new fashion and having the courage to further a new 
fashion are giving prominence in their window dis- 
plays to heavy soled black and tan winged oxfords, 
which are invariably shown with silk or woolen hose 
in dark heather mixtures. 

This comparatively new movement is due in part to 
athletics, but more especially it is a reflection of cur- 
rent styles in the French capital. 

We are told that French women are wearing short 
skirts terminating at the knee and that not infre- 
quently extremists appear on the boulevard with bare 
ankles, while others, more modest, cover their trim 
ankles with flesh-colored hose. 

It seems reasonable that the younger set at least 
and extremists will adopt heavy soled black and tan 
shoes and wear them with woolen stockings in dark, 
rich Autumn colors. 


“PRICE MARKING” AND “INVESTIGATION” 


The Week in Washington Not Conspicuously 
Active 


Washington, D. C—Legislation looking to the 
registration of all prices of trade-marked goods with 
the Federal Trade Commission is being sought by an 
organization known as the Fair Trade League, for 
which Joseph E. Davies of Washington, formerly 
Federal Trade Commissioner, is chief spokesman and 
counsel. A bill has been prepared which would re- 
quire registration of prices with the commission and 
the adherence to those prices in all cases, without 
favoritism to any particular purchaser. The measure 
would, it is asserted, do away with discriminating 
practices now in vogue in many trades. 

Mr. Davies is known to be an intimate friend of the 


President and stands close to the present members of 
the Trade Commission, but whether his views aré the 
reflection of the President’s mind cannot be said. 
The bill has not made any particular stir in Congress, 
but is attracting the attention of business men¥to 
whom the propaganda of the league has come. 


Localized Test of ‘*Profiteering”’ 


No progress is reported this week in the threatened 
legislation to curb alleged profiteering in the shoe and 
leather trades. The Senate Committee, which has 
been holding hearings on the high cost of living in the 
District of Columbia, is reported to be at work on a 
bill which will aim to stop excessive profits in the shoe 
business in the District,"but the prospect is not viewed 
with alarm by the merchants in Washington; first, 
because excessive profits do not exist; and, second, be- 
cause of the general feeling that Congress is only play- 
ing politics in its present efforts to do something about 
high profits. 

The facts are that the leaders in Congress realize, 
although none of them will be quoted to that effect, 
that legislation is not going to lower prices materially 
or permanently. This realization is doubtless the rea- 
son for the apparent “putting to sleep” of the Igoe 
resolution calling for a general inquiry into the shoe 
and leather industry. This resolution is buried in 
committee and there is no present prospect that it will 


" be considered on the floor of the House. 


Leather and shoe men in touch with the sentiment 
among Congressmen are not giving themselves any 
worry about the situation, because they know that 
the men with brains in either branch are not anxious 
for a swift return to lower prices. Neither are they 
particularly desirous of seeing any material curtail- 
ment of the liberal profits of manufacturers and mer- 
chants. Itis pointed out by one of the leading retail 
shoe men of Washington, for example, that every time 
the Government would do anything to reduce his 
profit, it would automatically reduce its own income 
by reducing his tax bill. The large profit pays the 
excess profit and income tax. It gives the Government 
the money to pay for the war and its heavy running 
expense. It must get money somewhere. The income 
from liquor is gone. Other resources have been 
exhausted. The railroads are costing the Govern- 
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ment money. The total Governmental deficit is now 
tei million dollars per day, a staggering sum. Mem- 
bers of the financial committees are frankly worried 
about the situation and are in no mood to encourage 
any movement which tends to cut the Government 
income, as a real effort to reduce prices and profits 
would surely do. 

In this situation, therefore, it is felt that there is 
very little for the trade to worry about, except getting 
stock and disposing of it at fair margins of profit. 


DEATH OF BROOKLYN MANUFACTURER 


One of the Leaders in Shoe Industry Passes 
Away 


Alfred Partridge Hanan, a member of the firm of 
Hanan & Sons, shoe manufacturers of New York and 
Brooklyn, died Friday evening, September 26, at his 
Summer home, Sea Gate, Coney Island. Mr. Hanan 
was born in Brooklyn, March 8, 1865. He was edu- 
cated at the Polytechnic Institute, Brooklyn, after 
which he entered the shoe manufacturing business of 
his father and his brother John, who is now president 
of the company. ; 

Mr. Hanan was a member of the New Yacht, the 
New York Athletic and the Manhattan Clubs, the 
New York Shoe Manufacturers’ Association and the 
National Boot and Shoe Association. Before moving 
to Manhattan, he had been a member of the Montauk 
and the Crescent Athletic Clubs of Brooklyn. 

Mr. Hanan is survived by his widow, Mrs. Ethel 
Johnson Hanan, one son, Alfred Partridge, Jr., and 
one daughter, Miss Mildred E. Hanan. 


OPENING NIGHT OCTOBER 15 


Boston Boot and Shoe Club Inaugurates 
Thirty-first Season 


With an increased membership and an ambitious 
program, the Boston Boot and Shoe Club will in- 
augurate its thirty-first regular dining season on 
Wednesday, October 15. 

The club has made an important change of head- 


quarters this season, having decided to hold its meet- , 


ings and dinners at the Copley-Plaza Hotel, instead of 
at Hotel Somerset, where it has been located for 
the past decade. It is believed that the more central 
location will be a greater convenience for the 
members. 

The opening night is to be marked by addresses 
and features appropriate to the stirring conditions 
under which the American people find themselves at 
this time. The chief guest and speaker wil! be Homer 
L. Ferguson, of Newport News, Va., the aggressive 
president of the Chamber of Commerce of the United 
States. Mr. Ferguson will have a timely message 
for the members. 
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The club also will entertain several of the officers 
of the Massachusetts State Guard as a_ special 
courtesy for the invaluable services which the State 
Guard has recently’ been rendering the people of 
Boston since the local police force deserted its post 
of duty. 

There will also be interesting musical features. 
President William H. L. Odell will preside. 


COME TO LYNN CAMPAIGN 


Lynn Industrial Commission Created by City 
Council 


The Lynn Industrial Commission has been created 
by the City Council and consists of manufacturers, 
bankers, merchants and representatives of the labor 
union of that city. It is thé plan of this commission 
to secure new business for Lynn. 

Charles G. Cotter, president of the Cotter Shoe 
Company, is one of the men selected by Mayor 
Creamer of Lynn to promote the good work. Mr. 
Cotter is so much interested to start the campaign 
aright that he is inserting an advertisement in the 
“Recorder,” calling attention to the reasons why new 
industries should be established in Lynn. The argu- 


ments presented call attention to the city’s excellent - 


labor and banking conditions, as well as to its desirable 
location. 


MEETING OF RHODE ISLAND SHOE MER- 
CHANTS 


Providence, October 7, 6.30 p. m.—A Big Attend- 
ance Urged 

The first Fall meeting of the Rhode Island Shoe 
Retailers’ Association will be held Tuesday, October 
7, at 6.30 p. m., at the store of President George E. 
Peirce, 173 Westminster Street, Providence. 

Roy S. Whitmore, secretary, has sent out a strong 
appeal for attendance. There will be a booster talk 


on the 1920 Convention. Among the speakers will © 


be W. W. Willson, general chairman of the 1920 Con- 
vention Committee; A. D. Anderson, editor of the 
“Boot and Shoe Recorder;” C. A. Derr, secretary of 
the Worcester Shoe Retailers’ Association. 

Secretary Whitmore’s notice of the meeting reads: 
“We want to make the Rhode Island Association 
bigger and better, at the same time clinching new 
members for the National, and signing up everybody 
for the Boston Convention. There you have it, 
Local, National, Boston.” 


KID LEATHER SCARCE 
Conditions as Lynn Shoe Manufacturers Find 
Them 


Kid leather shoes are the fashion, and kid leather 
is scarce. Lynn manufacturers are cutting anywhere 
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from 50 to 80 per cent kid on present orders. They 
expected increasing supplies of kid leather at this 
time of the year. But it turns out otherwise. One 
firm that supplies Lynn shoe manufacturers with 
much kid leather is now 1,000,000 skins behind on 
orders. Another kid leather firm is making deliveries 
in instalments. Another has sold its production 
ahead to April 1. 

India, according to reports, will put an export tax 
on kidskins sent to this country. This will mean 
an advance of about $3 a dozen on kidskins. One 
tanner figures it at 26.3 cents a skin. Besides higher 
prices of skins, tanners of kid leather are up against 
labor problems, and Lynn buyers of kid leather find 
it difficult to get deliveries on time. 

With such circumstances prevailing, the only thing 
to do is to cut kid leather by the most economical 
patterns. Lynn manufacturers recommend pumps 
and oxfords instead of boots for 1920, and the more 
economical the patterns of the pumps and oxfords 
the better. 


LEATHER MEN TO MEET 
Annual Session of the Tanners’ Council, Chicago, 
Oct. 16, 17, 1919 

The annual meeting of the Tanners’ Council will 
be held in Chicago 6n Thursday and Friday, October 
16 and 17, at the La Salle Hotel. 

A very attractive program has been arranged for 
the occasion and there will be a great number of very 
important matters to be discussed pertaining to the 
welfare of the Council, as well as the tanning industry 
at large. There will be a number of noted speakers, 
stereopticon views, etc. 

The forenoon of October 16 will be occupied in the 
work of registering the delegates at the convention. 
At 12.15 all those attend'ng will be called together at 
a luncheon meeting. Fotlowing the Juncheon, Acting 
President Frank G. Allen of Boston will make an 
opening statement, in which he will review the work 
of the Council and outline certain very important 
topics which will be considered at the meeting. After 
a brief report by Treasurer Harry I. Thayer of Bos- 
ton, members of the eleven Group Divisions of the 
Tanners’ Counci) will be requested to assemble to 
consider the various problems outlined by the 
acting president. 

The program for the following day, October 17, will 
include special reports on foreign trade, research 
Jaboratory, tanning school problems, cost accounting 
and accident prevention and sanitation, etc. At noon 
a luncheon will be held in the grand ball room, after 
which the principal speakers of the day will be heard 
_ from. 

In addition to the important matters discussed, 
election of executive officers and directors at large for 
the coming year will take place on the evening of the 
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first day. Inasmuch as the annual meeting, which was 
scheduled to occur last Fall in Chicago, was abandoned 
on account of the influenza epidemic, it is expected 
that this meeting will be well attended. 


ASSOCIATED SHOE COMPANY 
Regular Quarterly Meeting to Be Held October 8 


The regular quarterly meeting of the Associated 
Shoe Company will be held in the offices of the. cor- 
poration, 110 Summer Street, on Wednesday, Oct. 8, 
1919. A special meeting of the Executive Board will 
be held on Tuesday, October 7. ; 


A SEAPORT AS A RESOURCE 


Paul C. Cherington Talks Before Boston Shoe 
Trades’ Club 

“A Seaport as a Resource” was the subject of a 
stirring address by Paul C. Cherington, secretary of 
the National Association of Wool Manufacturers, at 
the weekly luncheon of the Boston Shoe Trades’ Club, 
Wednesday, October 1. President Everit B. Terhune 
presided. . 

After stating that leather and textiles are the “real 
thing” among New England industries, “representing 
in a big sense the very backbone of the industrial 
development of this oldest of all manufacturing sec- 
tions for the industrial development of the United 
States,” Mr. Cherington treated, without reservation, 
what he considers to be the most vital question con- 
fronting the people of New England today—the de- 
velopment of its sea resources. 

Secretary Cherington referred to the need of a free 
zone in Boston Harbor as a partial solution of New 
England’s commercial problem and said that this 
proposition is shortly to come up in connection with 
a bill now pending in Congress for the establishment 
of such zones in various ports of the United States, 


ARMY SHOE REPAIRING 
War Department to Install Shops 


Washington, D. C., October 3.—According to an 
official announcement just made by the War Depart- 
ment, arrangements are being made for the installa- 
tion of shoe repair shops at the headquarters of each 
Coast Defense in the North Atlantic Coast Artillery 


District. 


**Boz’’ the Next Speaker 


F. E. Bosworth, familiarly known as “Boz,” well 
known in trade press circles and recently United 
States Trade Commissioner to the Far East, will be 
the speaker next Wednesday, October 8, before the 
Boston Shoe Trades’ Club. Mr. Bosworth’s topic will 
be, “Uncle Sam’s Opportunities in the Far East.” 
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What the Bureau of Business Secchi of | 
Harvard University Can Do . 


By MELVIN T. COPELAND, Director 
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“* Keeper of the Records’’ is the happy title we bestow upon Professor Melvin T. a 
Copeland, head of the Bureau of Business Research. We have from time to time told of # 
the tremendous work accomplished in the six bulletins since 1911. We estimate the cost 
of the investigation at $60,000—and have often said ‘“‘a proper appreciation of the un- 
selfish and impartial work of this great organization has not been shown, nor adequate ye 
utilization taken.” We trust with this statement we will stimulate a national interest 5 
in ‘“‘keeping the records straight.”—Editor’s Note. 








am glad to comply with the “Recorder’s” request for a brief statement regarding the study of the retail 
shoe business by the Harvard Bureau of Business Research. 

The Bureau recently has decided to collect figures each year on the cost of doing business in retail shoe 
stores. We originally intended to discontinue our work with shoe retailers after we had assembled the data that | 
were published in our last shoe bulletin. It now seems worth while, however, for us to undertake to obtain re- 
ports annually on operating expenses in the trade. 

An increasing number of our co-operators have desired to submit reports to us each year in order that . ~ 
they might be certain that their figures tallied with the uniform profit and loss statement. They also wished 
to have a summary of the average cost of doing business for the year in other shoe stores, which they could place beside 
their own figures for comparison. Under these circumstances we are reluctant to discontinue this service. 

During the next few years, furthermore, it appears to us that it wil] be desirable from our standpoint, 
as well as from the standpoint of our co-operators, to have current information regarding the tendencies and 
changes that are taking place in the shoe business. Many readjustments are likely to occur. We wish to keep 
in touch with these. We want to know, in other words, from year to year how the ratio of operating expenses to sales 
is changing and whal new methods of store management are coming in. This information will be useful to us in 
connection with our courses of instruction in the Business School. We are confident that it will be of use also 
to the retailers who co-operate in our research. 

At the present time, consequently, we are making plans for building up a list of at least two or three 
hundred retail shoe merchants who will give us reports each year on their operating expenses. We are seeking 
especially to include merchants in cities and towns from which we have not heretofore had reports. From the 
reports that are received we shall work out the average cost of doing business just as we have in the past. For 
the first few years that we were carrying on this work the data was gathered entirely by field agents, who visited 
the retailers. -In the future, however, we shall have to rely upon reports sent in by mail. We have a good 
nucleus with which te start, and considerable progress has already been made toward increasing this list of 
permanent co-operators. We shall, of course, welcome reports at any time from all retail shoe merchants who 


are interested in this work. 
: - Yours very truly, i 
MTC-P. Nebr. hy rfub-f 
- Director. 
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Spring 


Creeping into the Eyelets 


of Spring Styles—In One, 
Two and Three Eyelet 
Effects Is to Be Found the 


Narrow, Medium and Wide 


Laces in Silk 


Style by Thomas G. Plant 
Co., Boston 


; Style by Roberts, Johnson 
& Rand Co. Branch, St. 
Louis 





The Spring Style Demand 


The Question of Stability of Prices a Worriment to Many 
Merchants 


far in excess of what has heretofore been 
considered normal. Leather prices naturally 
followed the same tendency. Coupled with this has 
been the demand on the part of shoe workers for 
shorter hours with increased pay. Shorter hours 
naturally means reduction in output and an increase 
in overhead operating expenses, both of which spell 
higher production costs. 
These elements together with the increase in 
leather costs must necessarily result in higher prices 
for the finished shoes. 


Sle weeks ago hide prices reached a _ point 


With New and Higher Prices 


The traveling men went to the merchants with 
samples for Spring priced at wholesale higher than 
the retail selling price based on former purchase 
prices. 

Many a merchant has been put in a quandary. 
It has been hard for him to believe that such prices 
were either necessary or justifiable. Furthermore he 
has been asking himself the questions: “Will my 
customers buy as many pairs as formerly when they 
realize the advance they will be called upon to pay?” 
“Is it good policy to buy early or is this just a 
flurry that will soon pass and prices show a marked 
recession?” 


Two Viewpoints on Buying 


On the average merchants have been buying as 
the traveling men reached them. Some have bought 
in. normal quantities while others have really only 


“sized up” their present stocks, believing there will 
be a considerably curtailed market among consum- 
ers; that people will not buy as many pairs as here- 
tofore. 

One merchant in Kansas sent orders to houses 
making his leading lines, specifying leathers, lasts, 
patterns and quantities, leaving it up to the fac- 
tories to name the best possible price. As soon as 
the prices came in he immediately wrote each, cutting 
the quantity in half. 

His belief is that consumption will be greatly 
lessened on account of the price. 


Not Fearful of ‘““Buying Demand” 


Other good merchants take the opposite and more 
optimistic view. People generally are better dressed 
than ever before; are wearing better quality cloth- 
ing; are bent on beautifying their appearance and 
are endeavoring to buy the most attractive footwear 
possible. This class of merchants is paying more at- 
tention to lasts and patterns, to smooth workman- 
ship and to the real elegance of the product and do 
not fear a lessening of demand. 

Manufacturers of the higher grade footwear for 
both men and women are generally of the opinion 
that the peak of prices has not yet been reached; 
but none of them will predict when the peak will 
be reached or when a recession will set in. 


General Marching Orders 


Factories generally are working to capacity 
and exerting every effort to stimulate produc- 














tion. The genera] policy of the factories is not to 
overload the merchants, but to advise them to 
buy early to insure regular shipments and buy 
conservatively according to their needs, to 
buy as few styles as is possible; to avoid freakish 
patterns and wild combinations of colors; but 
to buy “‘nifty,’’ peppy lasts and patterns and 
have sufficient sizes and widths to fit people 
when they come into the store. 

Style and beauty are the elements that determine 
the selling value of shoes in the dress class. 


The Types to Buy 


As one manufacturer of women’s high-grade shoes 
puts it: “Good shoes can be purchased at fair prices, 
but as they may not be of the latest style they do 
not sell at any price. 

“This goes to show that it is style that is bringing 
the price. To make these stylish shoes is very ex- 
pensive and therefore they must command the 
price the retail 
merchants are 
asking for them.” 


Great Low Shoe 
Season Ahead 


The present style 
of skirts has created 
a demand for low 
shoes that practi- 
cally puts boots out 
of the running as 
footwear for Spring 
and Summer wear. 

Very few boots 
are being bought 
by merchants for Spring, 1920. Where boots are 
bought at all the style is of a very conservative type 
and usually not in the dress class. 


The Demand for Leathers 


Black kid will no doubt be the biggest selling leather, 
with patent a close second. Black suede bids fair to 
surpass the record made for itself last Spring. 

Brown kid is selling to some extent in oxfords 
and occasionally in pumps; while brown suede seems 
very good in both oxfords and pumps in some 
localities. 

A Fifty-Fifty Proposition 

Oxfords seem to make up about fifty per cent of the 
average order, the balance being divided among 
colonials, tongue pumps, stripped: pumps, one-eyelet 
ties and similar patterns. 

The regular French heel is of course the one big 
bet in the dress-shoe class and can not be super- 
seded by any other heel. 
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One of the cleverest ideas in kiddie footwear is the “pair in the box” by 

Mrs. Arthur W. Whitney, 22 Pineywood Ave., Springfield, Mass. The ment that is keeping 

booties are in pique with blue and pink eyelet embroidery, with a design in th hant 

the forepart. A little card is enclosed for the customer who would make it ee see 
a gift proposition 










A Caution on “Baby Louis’’ Heels 


So much has been said recently about the “Baby 
Louis” heel that some merchants seem to have the 
impression that it is intended to take the place of 
the higher Louis heel as a dress proposition. Many 
good merchants are steering clear of this type of 
heel altogether, while others are wisely recognizing it 
as a substitute for the military heel in dress shoes. 
That is to say, its place is to give an element of style 
to footwear for the woman who does not want to 
wear the regular high Louis heel; or to provide a 
light-weight, airy appearing, dressy foot covering 
for a growing girl. Here it is all right, especially 
where covered heels are used. 


To Prove ‘Price’? to Some 


One of the biggest problems of the average mer- 
chant at present is to take care of the conservative 
element of his trade—the woman of middle age who 
might be considered a Jittle old fashioned and who 
would normally buy 
a black kid oxford, 
either welt or turn, 
with a medium toe 
and medium heel. 
Here is where it is 
generally the hard- 
est to convince the 
customer of the rea- 
son for present-day 
prices. 


Another depart- 


ing is the misses’ and 
children’s depart- 
ment. A woman will often pay $12.00 or $14.00 for her 
own shoes without a question, but when it comes to 
paying $8.00 to $10.00 for a misses’ shoe she goes up 
in the air. 
Problem Is Children’s Footwear 

The result of this condition has been that many 
merchants have thrown out their regular lines of 
misses’ and children’s shoes and substituted cheaper 
lines and in most instances have been disappointed 
with the results. 

No class of footwear is subjected to as hard knocks 
and as much punishment as that worn by the young- 
sters. In no class of footwear are good fitting lasts 
and patterns as essential. “Train up a foot in the 
way it should go and when it is old it will not depart 
therefrom” is a paraphrase adopted by one of the 
country’s best and largest merchants many years 
ago. That merchant is sticking religiously to his 
text. While he has always merchandised this class 
of footwear on a closer margin than some other de- 

(Continued on page 50) 
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A Dress Brogue —in 
Gray Antelope. Im- 
ported from England 


HE brogue in its popularity dates from the 
return of soldiers from England, who had 
opportunity to see in London the swells all 

togged out in footwear, covered with perfora- 
tions and stitchings, and many thousand miles re- 
moved from the crude and ugly footwear of the 
trenches. It was the most natural thing for a man 
disgusted with trench life to look to the furthest 
extreme for his inspiration in footwear. Footwear to 
the soldier was the most important part of his attire. 
He certainly kicked more about the muddy Flanders 
than about food, shelter and shell. 
First in Philadelphia 

In Philadelphia, the vogue of brogues first showed 
its full strength. Some of the alert merchants there 
played the style for men strongly. 

The legend is, “that a soldier, once a shoe maker, 
brought a pair with him from London and put it up 
to his brother to play the style as a ‘home-again’ 
feature.” In his own language he said, “‘Put lots of 
dog on the shoe, cover it with stitching and perfora- 
ions, make it as solid as a church.” 
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The Brogue from England 








- Whence Came _ the 
Brogue Which Is the 
Banner Style for 
Young Men for Spring? 








New Style Awoke the Men 


The style started; the men of America, after six 
years of the dullest sort of styles took to the new 
brogue pattern; the shoe men who saw it voiced the 
opinion that here at last was something to brighten up 
the number of sales for their men’s department. 

Thus it is that we have looming up for Spring a 
big brogue oxford season. That merchant who shows 
the heavy brogue early in the season, in February if 
possible, is going to be in for a real selling feature. 
The brogue built with a lot of heavy features will sell 
in big cities, providing it is sold before warm weather 
turns the fancy of men to other finer types of shoes. 


A Young Man’s Shoe 


The brogue is primarily a young man’s shoe because 
of its weight and substance and because of its perfora- 
tion and “college boy appearance.” 

The run of the brogue proved so strong that the 


“Recorder” cabled London for samples of good 


brogueing. ja 





The Typical The Leather 
Toe Tongue 


A Brogue for Men in England 


Perforated Tongue—Fancy Toe 
—Sole View 
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Built with Substance 
and Decorated with 
“All the Dog ? in 


Trimmings 








We Cabled London 


We find in England that the brogue is being worn 
not only for golf (where it seems to have reached its 
popular development as a sport type) but for regular 
street wear and in enamel and patents for wear at 
functions. Actually so, the brogue is THE shoe of 
England. The term “brogue” is even being applied to 
any shoe with foxings and lace stays having perforations. 

The women of England consider the brogue pat- 
tern the best for street wear and every well-dressed 
woman has one or more pairs of thisrather swagger style. 

The brogue for golf has the fringed tongue over- 
lapping the laces as a matter of utility in going through 
“the heather.” 

One shoe manufacturer in the United States, who 
was one of the first to plunge on the brogue, ordered 
from England quite a footage of Scotch-grain leather 
and heavy enamel leather, expressly for the purpose 
of making up brogues true to type. The heaviest 
brogues are in Norwegian grained leathers or hand 
bordered grain leather or imitations thereof. 


7 Heavy Sole—Heel Welted 
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The Brogue in America 





All the Extras the Shoe Can Bear 





A Street Brogue, in 

Norwegian Grain, with 

Pinking, Perforation and 
Rope Stitching 


To arrive at the origin of the brogue, we quote from 
two authorities as follows: 


From Shoe and Leather Lexicon: 
BROGUE—A name originally applied to rough, heavy 


‘shoes, originally made of untanned calfskin with the hair left 


on; the word was sometimes used incorrectly for “‘brogan.” 


Credit to the Irish 


From Webster’s Dictionary: 

BROGUE—A kind of stout, coarse shoe, usually of half- 
dressed or untanned leather fastened in shape with thongs, 
worn, esp. formerly, in Iréland and the Scottish Highlands; 
hence, loosely, a coarse heavy shoe, esp. one with a hobnailed 
sole; a brogan. 

A dialect pronunciation; esp. a strongly marked dialectal 
accent such as characterizes the Irish pronunciation of Eng- 
lish. In the 18th century citations it is frequently said of an 
Irishman that he “has a brogue on his tongue.” 

It will be observed, too, that ‘an Irishman seems to an 
Englishman to speak “thick.” Is it unreasonable to con- 
clude that ‘‘speaking with the brogue on the tongue” is 
equivalent to “speaking with an Irish shoe on the tongue,” 
that is, “speaking thick, as Irishmen do?” 


Wide Shanked Ball 








a 


Ke mys we a: 
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Louis M. Hart Fifty Years a Shoe Man 


Head of the Cammeyer Business Celebrates 50th Year of Shoe Store 
Service by Being Guest of Fellow Workers 


New York. 


N Tuesday evening the staff of the Cammeyer 
stores met at the Claridge Hotel to celebrate 
the fiftieth anniversary of the starting in the 

shoe business of Louis M. Hart. The feature of the 
evening was the historical sketch issued. We give 
it in full: 

History of Louis M. Hart 

There used to be a candy maker who made this boy roll 
up his sleeves before allowing him to help (in the evening) 
count the pennies taken in during the day, for fear that some 
of them might go astray—but really when this boy rolled 
up his sleeves it was the better to work and not for com- 
pulsory honesty. 

Where most boys of twelve are intent on play, this sturdy 
kid went out and got his first “job.” 

Seven in the morning found him taking down the heavy 
wooden shutters, and then, with broom and pail, sweeping 
and cleaning, watching the ‘“‘strings’’ of shoes—at every- 
one’s beck and call until late in the evening, when it came 
time to put back the shutters and drag weary feet to bed— 
to awake to another day. 

The years followed on and with their passing camé the 
steady progress—step by step—up the ladder of his chosen 
vocation. 

Keen to Learn 


Steadiness of purpose—the “‘sticktoitiveness” of a level 
head—and a clear mind were perhaps the keynote of young 
Hart's life. Many times the lure of flattery and of higher 
wage went into the discard. 

By this time the managership of the first Sixth Avenue 
store had been won, and wife and babies and whiskers were 
added. These latter were frozen stiff in the struggle from 
the one to the other in the blizzard of ’88, and soon there- 
after “passed on.” 

The little Sixth Avenue store was soon too small for the 
business of this hustling young merchant and store after 
store was added until half the block was thrown into one, 
and New York’s largest shoe shop had arrived. 


Grew in Character 


Times and business conditions were changing fast and ever 
to the fore was that keenness of perception which is such a 
marked characteristic. 


The history of the man is the history of his business; as 
it grew in years so like its moulder it grew in character— 
broader—grander—better. 

Lower Sixth Avenue had passed its prime and so new 
quarters must needs be found—tesulting in the creation of 
the store at Twentieth Street and Sixth Avenue—a huge 
conception boldly and successfully carried out—reflecting 
in the artistry of its construction and the completeness of 
its equipment the maturity won through the years spent 
in single minded effort. 

Well merited success followed the creation of the newest 
venture and a measure of ease and leisure came with it. 

The years of patient effort and constant application had 
brought their reward and the opportunity to indulge the 
longings for things beautiful and rare which had always 
existed and which had grown with the passing of time. 


Rewards of Effort 


Into the home came the works of great painters—the 
cunning fancies of oriental carvers in jade and in ivory— 
the books of great masters—and the boyhood dreams were 
all fulfilled. 

And so we meet him tonight, the lucky few of the many 
who would pay him tribute. 

It is with a deep and reverent regard that we all assemble 
to wish Louis M. Hart well on the fiftieth anniversary of his 
entrance into business. 

Some there are of us who are at the top of our careers— 
some midway—and others at the starting point; but all— 
young or old—can find in our friend’s life story an inspiration 
to try for even greater and better things. 

Material success is not the basis of this tribute; but the 
great, big, broad, straightforward character—the genuine 
sweetness and wholesomeness of the man is the shrine at 
which we render homage tonight. 


Golden Wedding Anniversary 

John Hater, a retired shoe merchant, father of 
H. A. Hater, who conducts a retail shoe store at 1330 
Linn Street, Cincinnati, Ohio, will celebrate his 
golden wedding anniversary on Sunday next, October 
5. This promises to be a big event. Mr. Hater is 
already receiving the congratulations of his many 
friends in the shoe trade. 














Factory Employes of Wise & Cooper Co., Auburn, Maine, at Their Annual Outing, Lake Tacoma. 
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A Letter to Congressmen 


From A. J. Wilson of the Wilson Shoe Co., La Salle, Ill.---A Strong 
Plea for Common Sense on the H. C. of L. 


To Each Member of Congress: 


HERE is no doubt very good cause for the existing 
T agitation regarding high prices of food, clothing, 
and other commodities, and any measure that can 
be provided which is based on sound economic principles cer- 


tainly is justifiable. 


May we, however, call your attention to several objec- 
tionable measures which have been proposed and which we 
firmly believe would not benefit the conditions which they 


are intended to correct? 


Referring to the Stephens-Ashurst bill, permitting the 


with the same cost mark on a parity, although there might 


petitor. 


manufacturer to fix the retail price of his product by agree- 


ment. This bill would stifle rather than promote healthy 
competition, and in our particular business, namely, retailing 
of shoes, it would be very objectionable, owing to the fre- 
quent price changes which are necessary in our merchandise. 
This applies to frequent reductions when certain. styles 
become unsalable, as well as when increased cost of new goods 


require additions in price to the 
old stock in order to reach a 
just average. Furthermore, 
there is no reason to assume 
that manufacturers, as a class, 
are any more honest than 
retailers and that their stipu- 
lated price would be any fairer. 
They would naturally fix their 
price as high as_ possible 
except where their product 
would come in competition 
with itself or others, regard- 
less of the varying marketing 
costs of different parts of the 
country. 


A Competitive Industry 


There is no branch of busi- 


ness in the United States in 


which there is so much com- 
petition as in the retailing of 
shoes and other merchandise, 
and if competition means any- 
thing at all it means the de- 
velopment of efficient methods 
and the elimination of undue 
profits. 

Referring to the “Siegel” 
and “Jones” bills which would 
make mandatory the stamping 
of the manufacturing cost of 
merchandise to a retailer, we 
do not believe that this would 
have any corrective value. 


A Variety of Costs 
Ist. The cost of making 
the same grade and character 
of a shoe varies considerably in 
different parts of the country. 
This would place all shoes 
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SHOE PRICES 


INTRODUCING WILSON’S “COMMUNITY” SHOE LINE 


world of rumors and a world of tales, some true, most of them 
aden are being circulated about shocs and the shoe industry today 


Here are a few FACTS net rushorst regarding shoes and shoe wrt 
which YOU as a consumer, ought Jo know. __ ‘ 


THE MOST GRAPHIC EXAMPLE OF RISING PRICES 
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WILSONS 


42 YEARS SELLING BETTER SHORS FOR LESS MONEY. 


Full Page—“‘Telling the Public” 





be a very great difference in value. 

2d. It would eliminate all incentive and exercise of ability 
and judgment in the buying of shoes, and other merchandise, 
because the customer would look only at the cost mark and 
would not have sufficient experience to judge otherwise. 

3d. It is open to the same objection as the Stephens- 
Ashursts bill. It would not prevent undue charges by the 
manufacturer, and it would also tend to place the inefficient 
manufacturer en the same basis as his more efficient com- 


The Shoe Service Given 


Ath. The average retail profits, as shown by tables com~ 
piled for the past five years by the Harvard School of Business 
Administration, covering several hundred retailers through- 
out the country, gives net profits on sales among stores of 
good standing ranging from 6 to 9 per cent and the expenses 
of doing business, from 18 to 26 per cent. These expenses 


for the most part could only 
be decreased by the reduction 
of wages among the sales force, 
or the engaging of inefficient 
and cheap help who could hand 
a shoe over the counter but 
could not give the much needed 
advice and experience neces- 
sary to properly fit a cus- 
tomer’s feet. Proper shoe fit- 
ting, by the way, is a very 
important thing for the health 
of the country. You, with 
your understanding of busi- 
ness, will appreciate that the 


above profit indicated is cer- 


tainly not, excessive, nor. are 
the expenses avoidable. You 
will also appreciate the fact 
that it would be next to im- 
possible to explain to the lay- 
man or average customer the 
necessity for the required gross 
profit or even half of it. It 
would make the conditions of 
retailing of any merchandise 
intolerable to progressive, in- 
telligent and able men, They 
would get out of the business. 


No Individuality Possible 
5th. It would place all 
stores, large or small, efficient 
or inefficient, in the same class, 
It would place the small store 
with mediocre facilities and 
limited credit and buying 
power, which is unable to buy 
in large quantities and effect a 
saving to its customers, on the 
same level as the larger dealer 
(Continued on page 50) 
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HE 
SHOP 
FOR 
STYLE 


We have investigated the High 
Cost of Walking and find it is due 
to a mixture of “Disgust and Dis- 
comfort.” In “disgust”? you com- 
plain of “‘discomfort’” to both feet 
and to purse. Come to the Style 
Shop and learn FIRST: the High 
Comfort of Walking. 

SECOND: the cost by-the-year 
plan, not by the pair. 

THIRD: the comfort by the foot- 
fit plan. 


When we buy early we save you 
dollars per pair, for the shoe we sell 
now at $15.00 costs us $14.50 to 
replace on today’s market. 


Let Style and saving solve your 
shoe-wear. 




















Footnotes on H. C. of L. 
Buy the best shoe that 
can be afforded and 
then take care of it—this is 
the solution of the High 
Cost of Walking. 


Two Foot-note 
Bring your feet to the store 
—it is skill in fitting that 
makes for economy in your 
footwear-by-the-year. No 
mail-order house can give 
you this service. 
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AKE A TIP ON ADVERTISING. Whenever you 


umns of the ‘‘Recorder”’ use it in your advertising. 
The Wilson Shoe Company of La Salle, Illinois, used 
one to perfection from the Sept. 6 issue. A daily 
paper in Ohio used a quarter-page “‘blind’’ showing 
hides of ‘‘yesteryear and today”’ from issue of Sept. 13. 
Upon the news value of ‘‘fact and figure” is many a 
convincing advertisement developed. 





see a good comparison of prices in the text col- 

















Fashion - Full Value 
Real Satisfaction 


Fashion—in the trim lines of new lasts. 
Value — in the service-giving qualities. 
Satisfaction — in the precision of fit. 


A combination of three 
essential elements in 


Our New 
Fall Favorites 
and 


Friend Winners 


IN STYLE—the very mode of the mo- 
ment; distinctive and individual; happily 
cast between the ultra-extreme a 
cloddish ordinary. “Correct” is the style 
descriptive word. 


IN LEATHERS—recommended for 
beauty, flexibility and good _ weari 
qualities. Because reputation is valu 
above all else, ‘“‘wear”’ is tanned into our 
leathers. 


WORKMANSHIP—unsurpassed; ideally 
blending best materials to shape-retaining 
shoes that carpet life’s walks with comfort. 


AT RIGHT PRICES—consistent with 
super-superiority. Prices that bring no 
regrets for having paid too little, nor prices 
beyond the point of judicious economy. 
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ad 
The The 
‘“‘Duchess”’ Boot “Elaine” - Boot 
Perfectly i peopersioned: trim last; black Gente style lines; 
kid. iscriminating tastes $9.75 to harmonize bg y street 314 
met toanicety, at. . = 09.8 Seruccnerovenag Gras 

















YOUR STORE NAME 
and TOWN 


“Where the Guarantee of Satisfaction is always given—but never needed.” 














With a world short on leather the kid you get 
in stylish shoes is more precious than silver 
—one ounce of silver costs $1.05 whereas 
one ounce of fine leather costs $1.15. 
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Hunting 


Boots 


Help Answer 
the Call of the Wild 


Forget not the guide’s caution, 
warm feet and a cool head. 


We have boots in all sport 


styles. 


Tell us if it’s duck or 


moose, caribou or deer—we 


will do the rest. 


$10 to $30 


for your under-foot security 





A pair of Boots 
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Winter-wear-winners. 





Economy, Comfort 
Fashion, Common Sense 


From Every One of These 
Points of View, Every Man 
Should Wear Our “Kicks” 


There is no need to argue about it— 
especially with men who know what they 
require without having to be told. 


We just want to tell them that the 
New Fall and Winter Styles 
are here in full force and they are 
The Best Values to Be Found 


—As low as $7.50 and all be- 
tween prices up to $20 for the 
man who has the nerve to 
have the superlative in Shoe- 
craft! 


Workaday shoes that are not 
“brogans’—Dress shoes that 
are genteel and classy. 
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Surely there is not such a 
shoe shop in this city, re- 
nowned for such quick, efh- 
cient service for shoe satis- 
faction. 


Come to 
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YOUR STORE NAME 
YOUR TOWN 














Selling Arguments for Ads 


Use as spice and season in newspaper and store publicity. 


The false economy of paying less. 

The today and tomorrow in value. 

Merit always asks the higher price. 

Measure value b service instead of sentiment. 

The waste of making something else do. 

Going without what is needed, is costly. 

We cannot help paying ~_ things we need. 

Value is not price, but usefulness. 

The grave expense of mistaken economy 

Price is the stumbling block that pore a similar shapes or appearances with actual Uge- 
fulness, Durability. 

The repair expense of the cheaper may soon make it cost Twice what the higher priced, 
but worthier, shoes cost. 

To save money that can be seen, many will forfeit more Service that cannot be seen. 

Price bases its real economy on Bed-rock Merit—and not on the shifting sands of temporary 
savings. 

Good shoes today cost less than poor shoes did a Be es nr ago. 

Price is not arbitrary. Retailers of shoes do not to Keep people from possessing them. 
But people who can Feel The Weight of The Dollar In Hand _ will too often make that 
dollar more important than the shoes to be bought. 

The persons who complain most bitterly about prices will be the first to raise their voices 
against inferiority. 

The shoe that is Cheap is never any good. It is as much a handicap as boots of lead would 
be to the swimmer. 

Shoes of Merit should be sold to the people who try to try to raise every argument against 
the price. They Are Being Educated In Usefulness when they buy. 

When the For the Di narrows his point of view down to the Pennies he wishes to pay, and 
looks the Dollar Value he wishes to buy, he proves that before he is through he 


will pay more in experience than he would have paid for the Merit—because the shoes 
of merit are serving on the experience of thousands of buyers. 
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International Trade Conference 
To Be Held October 20 at Atlantic City 

Washington, D. C., October 3.—-According to an 
announcement which has just been made by the 
Chamber of Commerce of the United States in con- 
nection with the International Trade Conference 
which is to be held at Atlantic City and which has 
been postponed from September 29 to October 20, 
the national Chamber says: 

“The program generally will be as outlined in the 
official announcement, but it will be stronger because 
of the additional time which those participating will 
be able to devote to its preparation. It is expected 
that some 20,000 business men will attend the Con- 
ference.” ° 





More Style in English Footwear 


Better Taste in Footwear the World Over Says 
J. H, Skinner 


The low exchange rate of the English pound sterling 
is cutting down the purchases of shoes in this country 
by British importers, according to 
J. H. Skinner of Lilley & Skinner, 
Ltd., London, wholesalers and re- 
tailers, and his buyer, E. R. Palmer, 
who have arrived in this country 
on a purchasing trip. 

To overcome the - shortage of 
skilled help in the British shoe 
factories, according to these men, 
the manufacturers there are train- 
ing crude help. The greatest help 
shortage exists among women in 
the stitching rooms or closing rooms 
as they are known in England. High 
wages for the men in various lines 
of industries, they said, have made 
the English women economically 
independent, with the result that 
they no longer work in factories 
except in rare instances. 

“Despite the shortage of shoes in 
England,” said Mr. Skinner, “Bri- 
tishers will not accept American 
styles. They won’t wear the long, 
narrow lasts and pointed toes so 
fashionable over here. They want 
medium lasts and toes. The foreign 
and lower class elements still demand 
the short vamp shoes of Conti- 
nental cut. 

“English women are going in for 
colored shoes. Last Summer was the 
greatest color season in shoes we ever 
had. Gray and blue shoes were ex- 
tremely popular. We look for an 
even stronger run on colors next 
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Good Taste Rules 
Two Simple Styles of Fall 





The satin top over patent is in 
popular harmony with the fur 
trimming vogue of the suits of 
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summer. Our women are fond of low shoes, or ox- 
fords, as you call them over here. Fully 75 per cent 
of the shoes sold the year round are of this type. 
Pumps are also worn by the best dressers among the 
English women.” 





THE SPRING STYLE DEMAND 
(Concluded from page 43) 


partments of his store, he is still doing a normal 
business in his children’s department and sticking 
to his regular lines of merchandise. 


Selling Record of Pairs 


The higher prices may cut down the number of 
pairs which a merchant will sell, but he can only 
safely gauge the quantity to be bought by the quantity 
he has sold during the corresponding months of the 
previous year. Consequently a selling record of 
pairs is absolutely essential to intelligent buying. 

Ip some stores such a record is based on leathers. 
That is, the record shows how many 
pairs were sold of black kid, colored 
kid, patent leather, etc. In some 
stores it is based on heels, showing 
the number of pairs sold on French 
heels, military heels, Cubar heels, 
etc.; while in other stores some other 
basis is determined upon. But what- 
ever basis is chosen the most im- 
portant element of the record is sizes 
and widths. 

More sales are lost on account of 
not having the wanted size and width 
than on account of not having the 
wanted color or shape. 

More money is lost by having an 
accumulation of undesirable sizes and 
widths than from having undesir- 
able styles and colors. 

A survey of the bargain counter or 
P. M. section of the average store 
will produce ample proof of these 
facts. 





A LETTER TO CONGRESSMEN 
(Concluded from page 47.) 

who can secure much better merchandise 

through quantity purchases. 

In the long run these bills will increase 
rather than decrease the cost of merchan- 
dise to the consumer. May we ask you 
to vigorously oppose the adoption of any 
such measures, both unsound and un- 

‘ American in practice and _ principle? 

Thanking you for your attention and 


today. advice in this matter. 
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Chicago Fall Openings 


A Group of Attractive Shoe Store Windows---Many Boots Displayed 
---Simplicity the Leading Note 


high shoes. Many beautiful displays attracted 


S ies merchants have switched from oxfords to 
the eye of the passer-by. 


At Marshall Field & Co.’s 


Each of Marshall Field & Co.’s three shoe windows 
presented a different design. Against a tapestry back- 
ground were hung garlands of green and white grapes 
and foliage, and here were displayed some very high 
shoes for women in the newest styles of gray and 
black. The second window had a pearl gray wall, 
upon which were hung garlands of gilded grapes and 
foliage, and this was 
devoted to a showing 
of children’s shoes. The 
third window, given 
over to footwear for 
men, was simple, strong 
and rugged—a sym- 
phony in tan. Hard- 
wood benches’ and 
pedestals held shoes of 
tan and brown, and 
across a_ table was 
thrown a tanned skin, 
on which reposed an 
open tan grip, a cane, 
pair of tan gloves and 
two of the latest models 
in tan shoes. No fancy 
drapes marred the pol- 
ished woodwork, and 
the entire display was such as would appeal to the 
average business man. . 


Moccasins Featured at the Fair 


The Fair featured moccasins for men, women and 
children, in tan, putty, slate and white, adorned with 
gay designs in beads. An ad in one of the local news- 
papers suggested that they would make excellent 
holiday or birthday gifts, and the attractive manner 
in which they were shown did much to create a de- 
mand for them. Indian blankets of red, white and 
black draped the background. The floor was covered 
with moss, in the middle of which was imbedded a 
mirror, and around the border of which were set a 
number of moccasins. In the background was a long 
rack, made of three forked sticks, and from this was 
hung a number of the soft Indian shoes. At one side 
was an Indian boy dressed in skins and feathers, hold- 


Marshall Field & Co.’s Men’s Shoes of Tans and Browns 


ing out a pair of moccasins, while a card at his feet 
advised: ‘‘For my paleface brother.” 


Women’s Shoes at the Boston Store 


A handsome setting was given its shoe display by 
the Boston Store. A composition of green and gray 
covered the floor, giving it the appearance of marble. 
In the background was an archway of terra cotta, 
fantastically carved and tinted in several brilliant 
hues. Within this archway was a canvas drop, 
depicting a redbird of heroic size against a background 
of leafy foliage. Down in front were shown the Fall 

models in women’s 
shoes. 


Hillman’s __ Displays 
Men’s and Women’s 
~ Shoes 


A bright and colorful 
window, suggestive of 
the Autumn, was set 
forth by  Hillman’s. 
The wall was of gray, 
with a latticed window 
hung with white cur- 
tains in the background, 
while a long window box 
was filled with trailing 
vines and masses of 
foliage, all in the Au- 
tumnal tints. The win- 
dow was divided into 
two sections, one being devoted to men’s and the 
other to women’s footwear in brown, tan, chocolate, 
gray and black. 


The Hub Emphasizes Opening by an Ad 


One of the most elaborate of the Fall openings was 
that of The Hub, whose large shoe department de- 
voted to men’s and boys’ shoes was called very 
pointedly to the attention of the public. A full-page 
ad, instead of being crowded full of details (which 
few stop to read), bore the cut of two laughing school- 
boys, while another cut at the bottom showed their 
large juvenile shoe department. 


Driving Home Fall Opening Idea 


Into all their forms of advertising the Hub Shoe 
Store drives home the announcement of the Fall open- 


‘ing, and invites the public to attend. The large store 
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was adorned with ferns and palms, while many of the 
showcases held vases of flowers, giving it a decidedly 
festive appearance. One of the windows which 


attracted considerable attention showed an Autumn 
scene in the park, a canvas drop in the background 
showing a landscape in browns, reds and golds. 
Three little boys were shown, two in brown corduroy 
velvet, proudly exhibiting their new shoes to each 
other, while a third boy, with foot on a stone bench, 
was lacing a stout, yet neat appearing school shoe. 


Another Convincing and Trade-Pulling Ad 


One of the most convincing and trade-pulling ads 
that boosted the sale of their new line of shoes for 
men and boys was that of 
Maurice L. Rothschild, 
who had an artistic sign 
suspended from the ceiling 
over the center of his shoe 
display : 

YOU CAN’T GO WRONG 


Some men pick out their 
own shoes; some men pul 
it up to their wives; others 
come in and leave it to our 
salesmen. Whoever’s do- 
ing the picking, you can’l 
go wrong if you inspeel 
our new Fall line. 

They’re all stylish and 
well fitting. 


Grossman’s Advertised 


Through Window Cards 


The big shoe store of 
Grossman’s was a perfect 
hive of industry during 
opening week. In ad- 
dition to their main store, 
cards in their windows 
called attention to their 
three branch stores, where 
similar prices prevailed. 
The attention of women folk was especially di- 
rected to their window, where, on a four-foot 
pedestal, was displayed a pair of handsome Fall 
walking shoes. The floor and background were white, 
and but one pair of shoes was shown. At the base 
was a card, on which, in bold letters, appeared: 


HERE’S A BOOT 


That can’t be bought for less than ten to twelve 
dollars anywhere else in Chicago. Grossman’s 
price $5.85 


Narrow red ribbons radiated from the pair of shoes to - 


five cards hung from the ceiling or placed on the 


The Boston Store—Fall Models in Women’s Shoes 
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floor, on which were printed: ‘Patent Leather 
Vamp,” “Dull Kid Tops,” “Flexible Welt Soles,” 
“‘Eleven-inch Louis Heels,” and “Buy Your Shoes at 
Grossman’s.”’ 


An Appeal to Women and Children 


Another firm which appealed to women and 
children was F. E. Foster & Co. A corner of a salon 
was shown with woodwork of soft gray, a lattice door- 
way with touches of gold, and electric wall sconces. 
In the background was an aristocratic looking gray- 
hound, with red ribbon about its neck. On a pedestal 
was shown two pairs of spats, and on a footstool, over 
which was thrown a crimson drape, was a pair of 

walking oxfords. An art 
card, illumined in Au- 
tumnal colors, advised: 


OUR AUTUMN WALK- 
ING OXFORD 


Is designed for wear either 
with or without spats. 
Our spats are produced in 
all the appropriate neutral 
tones. 


Simplicity was the lead- 
ing note of all the city 
stores. The merchant in 
the smaller towns, who 
crowds his windows full 
of every style carried in 
stock, could well take 
example from his met- 
ropolitan __ brother. A 
multiplicity of styles 
confuses, while a display 
of one or two focuses 
the attention upon their 
good points. If a man 
or woman sees A_ shoe 
in the window, he is 
not particularly impressed, 
but when it is suggested 
that it is THE shoe, his interest is elicited at once. 


Shoes for Walking 


The walking season of the year is here and it is most 
welcome to shoe men. It is a beautiful season of the 
year, in city parks and along country roads, a time 
for partaking of some of the real enjoyment of life. 

Let the shoe merchant remind his customer of that 
example of the good Dr. Holyoke, who walked more 
than 100,000 miles during the years of his life, which 
numbered more than 100. He owed his long life and 
his good spirits to his practice of walking much each 
day. That is his own testimony. 
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Prices for Shoe 


Repairing 





Detroit, Mich. 

HE shoe repair men of Detroit have formed a 

ij union and have affiliated with the Boot and 

Shoe Workers’ Union. A wage of $40 per 

week has been granted the men, as well as an eight- 

hour day, by the proprietors of the down-town repair 

shops. Shop hours are 8 a. m. to 5 p. m. 

The following prices have been established, a trade 

discount of 20 per cent being alloWed dealers: 


MEN’S LIST 


Price 
Full Soles, sewed, Al quality stock, pair............. $2.50 
Half Soles, sewed, Al quality stock, pair............. 1.50 
Half Soles, nailed, Al quality stock, pair... ......... 1.50 
IIE MOE 625 5's. 5, «cnn a-as 5 webs d arias ae . 50 
ene, GUE UE 8 oon ss ec cee nce . 65 
PRON BOL HR AL a 1.25 
Heels, rubber, pair.......... Wah «oa So oes oS 60 to .65 
BARE GE PON ONO, OIE oi 5 so occa ka isi ee ee aes 2.50 
Green Leather Soles, pair extra..................00- .50 
White Rupber Heels, pair... :. oo. cs ces Fan ata usta . 49 
Orthopedic Rubber Heels, pair...................... .75 


WOMEN’S LIST 


ie nek, DOMME, WRN. 625.5 i) 5 SR RSS 2 a $2.50 
Be NON, BORG, OEE 6. 6.5505.5.5.5 0 Kalnsaneids ee aeee L. 25 
Seen TIGEOR, UMN, IE 6. 5591005 S8S oe oad pues Atm 1.25 
NN I CO I og 25 5s i's, obs, bid bse nea ae 2.75 
Mets MURS, GOS 5 i's Sohn sp Wore oe tee oe Oe wo 
| Cee ie ee aia ak eae WO i. 
ee rr Pe a ene a eg ee 1.75 
ete; SAN GAMER os. o:5 5.310 ons rdrncdiean seme apamomation . 50 


BOYS’ AND MISSES’ LIST 


EY I ORE Soo. 6 05.5.6 5sa3-401o ss edede manor $1.00 
ee Fee e. PO Te three ere 1.00 
pe ene Cee Se ee Sees Se . 30 
DRO, ME I oid oo ae scat ic niehoias 210s akaateoms as .50 


CHILDREN’S LIST 


PN 5 icon aunts aca go 8s un taka ae nis Ae Geen $1.25 
Be as MINNIE 5. ow 5, 6 Sos 5 hint x bs ouklcco ae . 80 
I IE TO 50 oe idids Ss occ Ries oe eas wee . 80 
ERGGNG; CGR: WON 5805856550 iene ee .25 
| ee ee ere ye re rare .50 
Green Leather Soles, pair, extra:.................06. «25 


LIST OF GENERAL REPAIR WORK 


Petes Ghee eS Se a CS Tae $0.25 up 
Pe, GUN Sk RK. BR .15 up 
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tablishes Rates 


Sanford or V Plates, pair. . 


I oe i ois big shia 5's a, alesd save pein actous .10 
WOE TUM, BEN. 6660505 Ci bes Hiss ATR boos .10 
Sock Linings, pair.......... BI Be taal eh caRIAS | 38 
Heel Linings, pair.............. A 
V on: Dtebeien 1 beck Pate. oe. o ook aii occ ss sg 1.75 up 
“TO BOS OF ARVO OM 6 cos 5 ccc pe nevsases 1.75 up 
CEI oc d6 tas «2 3 iayare 043/05 ao armcaeeek aed Pe :28 
INO Cannes, DAMN os A ized iain diol Be 
Tees Denes WONG dias Misiccs i. S335 ER Sees Kes 1.00 
A NN 55.6 oe aides RIERad a BES ON OS5 4s oo .10 
en POLE IETS PON TL OLE .40 up 
PE I I os 5s. 6, 0.0.6 asia dina Glave 455% g:dv6 .25 up 
Paste Wn TROUE, DOE... wn ccc cess ee .15 up 
New Wellies Of SHGGS, PAF i. 5 8. cee «= SO 
PNA CRONE ik 2 Sita ds be Os FE OISTAS 8 5064s 3 .50 
EL OULD RO PRP  OLPERY PRE Pe Y Be . 25 
Pea es ee ee ere .40 up 
I 6 si scneia aid oe gh 3A 0 arn 6 snaked 1.00 
Hand-Sewed Soles, extra, per pair................ .50 
Brass Nails or Wood Pegs, extra................6% . 05 
Mubbér £ifis om Mails; pelt oii ccs Sok ec dee .35 
Lowering of Wooden Heels, extra................ .10 up 
Refinishing Shoes for “Stock,” pair.............. . 25 





New Zealand Footwear 
Vice-Consul Winslow Tells of Increase 


The price of imported footwear increased from 10 
to 20 per cent, commencing with July 1. The ad- 
vances are estimated from approximately 24 to 73 
cents per pair on men’s and women’s shoes, according 
to the fluctuation of the market and the style of 
footwear. 

At the present time some American footwear is 
being imported, but only the better grades, because of 
the high duty. It is almost impossible to import 
English shoes, but Australian shoes are being im- 
ported in fairly large quantities. Leather for uppers, 
including willow and box calf, glace and patent, is 
imported from America and Australia, and although a 
certain amount of sole leather is manufactured locally, 
the fine grades are also imported. 

New Zealand-made shoes are steadily increasing in 
popularity, but at the present time the industry is 


. greatly handicapped by the dearth of labor and the 


difficulty of rail transportation, as the Government 
has restricted the railway from carrying shoes during 
the present coal shortage. 


Detroit Union Es- ~ 


















| 
| 
| 
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Georgia Protests the Siegel Bill 


Resolutions Adopted by the Georgia Shoe Retailers’ Association, at 
Banquet Tendered the Convention by Shoe Retailers of 
Macon, at Dempsey Hotel, September 23, 1919 


Whereas, A bill has been introduced in Congress by Representative Siegel of New York 
proposing to require the manufacturer’s cost to be stamped on shoes and other merchandise; 
and 

Whereas, The Jones Bill has been introduced and is pending in a Senate Committee 
having a similar purpose; and 

Whereas, The Stephens-Ashurst Bill, which would permit the manufacturer to stipulate 
the retail price of his product by agreement, is also pending in Congress; be it 

Resolved, That the Georgia Shoe Retailers’ Association, in convention assembled at 
Macon this 23d of September, 1919, does hereby protest against the enactment of any and 
all such proposed legislation as being unfair to the retailer, proposing drastic and radical 
restriction of legitimate merchandising; opening the way for monopolistic control of price 
by manufacturers and without any practical value to bring about a return of lower prices 
to the consumer. 

Resolved, Further, that every dealer in Georgia should write a personal letter of protest 
to our representatives and senators, urging good reasons why they should work for the defeat 
of these bills. 

Resolved, That we heartily commend the work of the National Association, through its 
Rubber Committee, in securing this year an advance in time in issuing tennis price lists, as 
an accomplishment of great value to the retail trade; and, further, we join with retailers 
all over the country and the National Association in urging upon rubber footwear manu- 
facturers and jobbers the justice of extending the time for issuing rubber footwear prices to 
March | instead of January 1. 

Resolved, That the thanks of all of us here assembled be and are hereby tendered to the 
retailers of Macon for their splendid hospitality. 

Resolved, That it is the duty and privilege of every retailer in our State to attend the 
N.S. R. A. Convention at Boston, January 12-18; and 

Resolved, Further, that the Georgia Association will strive for a 100 per cent delegation 
to Boston in 1920. 

Resolved, That we give a rising vote of thanks to Mr. Byck and Mr. Mirkil for their 


. 


valuable services. 











Fallacy of “Stamping the Price” 


By FRANK P. MEYER, Secretary and Treasurer of the National Shoe Retailers’ Association 


Grocer Moore. his explanation. 
“Seven cents the pound,” came the answer. Mrs. Murphy hunched her shoulders. ‘And do you 
“Seven cents? And why have ye them marked four be thinkin’ that I’m goin’ to let you make all that 
money off me? The idea, three cents for profit.” 
“Because that’s the wholesale cost which that Siegel “But it is not all profit, part of them will spoil—they 
Bill makes us put on them and everything else we are always do—and there’s rent to pay and the clerk 


” q ‘ir what are potatoes?” asked Mrs. Murphy of sellin’ now.” The grocer was as polite as possible in 


cents?”’ 
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hire and all the overhead.” The grocer was still 
polite. 

“‘Sure—the overhead,” came back Mrs. Murphy. 
‘And it’s not goin’ over my head at all, at all. I’m on 
to you and you'll get none of my money, you theavin’ 
profiteer.”” 

The grocer watched her stamp out in high temper. 
“That's the fifth one this morning,” said he. “That 
Siegel Bill was sure some trouble maker. 

Mrs. Murphy kept a cow and sold milk. When she 
returned from the store she found one of her customers 
waiting for her. 

‘* How much is milk now?’’ asked the customer. 

‘* Nine cents,”’ answered Mrs. Murphy. 

‘And what does it cost you? You know the new bill 
against profiteers demands the cost be stamped on all 
merchandise.” 

‘And how the devil do you think I can be figurin’ up 
the cost on a pint of milk, and anyhow what business is 
it of yours what I make. Be runnin’ along with your- 
self. I'll be sellin’ my milk to folks with brains.” 

The shoe was on the other foot. The ox belonged to 
Mrs. Murphy. 


The above is about what would happen if some of 
the fool legislation now proposed passes. 


EVERY RETAIL SHOE MERCHANT 
Should Study Siegel Bill 


Further incentive to augmented organization spirit 
is found in the Siegel Bill. This bill deserves the 
closest attention and most careful analytical power 
of every retail merchant in the United States. Assum- 
ing a cloak of altruism, another politician pays for 
popular favor. It’s all in the game—the shortest cut 
to the vote of the people is proposed protection to 
their pocketbooks. 

Let any ballyho mount a soap box on any corner 
and shout into any crowd, ““You’ve been robbed,” and 
immediate attention is his. If this ballyho be pos- 
sessed with histrionic ability or forensic powers, he 
may turn a'peaceful populace into a howling, blood- 
thirsty rabble. 

There is a bit of the primeval—a chip of the cave 
man—in all of us. Civilize us as much as you will, 
educate us as finely as possible, yet the inheritance of 
our tusked forebears still abides. Our late war is 
proof of this. Men educated and refined to the Nth 
power “ripped and tore, fought and swore” cheek by 
jowl with savages. No one knows this better than 
does the professional politician. No one can 
play it up better than he when seeking self- 
aggrandizement. . 

Every reconstruction period after every great war 
produces its yellow journalist and its carpet-bagger. 
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They are an inevitable pestilence which cannot be 
avoided, but must be faced. 


Bills proposing to provide for public protection, 


. but promulgated purely for personal advancement, 


will ever be sprung by the pettifogging politician. 
And the public, ever ready for the sensational, will 
give attentive ear. 

Recently some one coined the word “‘profiteer,”” and 
the professional politician is profiting thereby. 

If a washerwoman sports a new suit—she has 
profiteered. Washerwomen are not in the habit of 
having new suits. If a bootblack has been frugal 
enough to buy a bicycle—he must have profiteered. 
Bootblacks do not usually ride bicycles. If an ob- 
scure grocer buys a new horse—behold, oh! populace, 
he has surely profiteered. And if any shoe man 
anywhere shows evidence of being even with the 
board—he is the most flagrant example of profiteering 
extant. 


More Forceful Arguments Presented 


Until recently the average shoe man was about the 
poorest example of business man in the game of com- 
merce. Don’t take my word for it; ask the commercial 
agencies. Then in self-defense—in order to get his 
nose away from a veritable grindstone—he began to 
form organizations, hoping thereby to find a way out 
of the hole. Very recently he has become just a fairly 
good business man and: has made enough money to 
get out of the delinquent class. Because of his former 
very poor condition, his present appearance of com- 
fort— and that is all it amounts to—is very 
noticeable. 

In this day of Bolshevik and radical thinking his 
change of condition has pulled down on him. the con- 
demnation of the political vagrant. 

Clothing men, dry goods men, haberdashers, milli- 
ners, and a myriad of other merchants have been in 
the habit of making fortunes for decades, and that 
many of them have become rich recently has entirely 
escaped the notice of the nosey. The usual creates no 
comment. 

I, for one shoe man, want to be among the money- 
makers. I want at least enough to insure my old age 
against want. I will confess that I am making enough 
profit at the present rate to eventually reach that 
condition, but I will also. take oath that unless I make 
a great deal more—many times more—profit than I 
am making at the present time I cannot ever hope 
to be classed among the so-called rich men of the 
present times. Neither can any other shoe man of my 
acquaintance. 

And the purpose of this article? Purely to arouse 
you, shoe man reader, to the danger you face in such 
policies as are proposed in tlie Siegel and like bills. 
Get out your axe. 





| 
| 
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Welcome Home Celebration 


Showing What a Real Live Town Does in Greeting Its Heroes --- 
Civic and Military Parade 


towns of Massachusetts. Moreover, it is 

of historic interest—it is noted as the birth- 
place of freedom for the negro and boasts the proud 
record during the Civil War of sending more men in 
proportion to its population to defend Old Glory than 
any other town of the Bay State. 

Abington sent 319 boys to the colors, 240 of whom 
were actually in the parade. 

General Clarence R. Edwards, leader of the 26th 
Division in the world’s war, was present, made an 
eloquent address and received a tremendous ovation. 
He awoke instant attention when he said, “My 
slogan is universal training for citizenship. Fads, 
isms and such must go. Their day is past. Good 
government will come unto its own without their 
help.”” He asked every boy to join the American 
Legion for his own good and that of the country. 

Governor Calvin R. Coolidge extended a cordial 
greeting to Abington’s heroes and Congressman Rich- 
ard R. Olney added his word of praise. Members of 
the Grand Army of ’61 were present. 

There was a big parade, which was reviewed by 
Chief Marshal Boynton, Governor Coolidge, Congress- 
man Olney and others. The parade was nearly two 
miles long and took forty minutes to pass a given 
point. 


r = ABINGTON is one of the oldest 


Spectacular Features of Parade 


The industrial, civic and military parade was the 
spectacular feature of the afternoon. A _ beautiful 
float was presented by L. A. Crossett, Inc. It typified 
the homecoming. It illustrated a pleasant breakfast 
room, with father and mother seated at a well-filled 
table, supported on one side by their returned soldier 
boy and on another by their sailor son. A young lady 
symbolized ‘‘Peace.” 


The Touch of Industry 


A very novel float was-that of the M. N. Arnold 
Shoe Company, showing a kangaroo, and also an 
immense pair of shoes. It took more than 30 feet of 
this leather to cut the uppers of these shoes. Thomas 
Reardon, as ‘Uncle Sam,” was the driver of the float. 

Another part of the fine exhibit of the M. N. Arnold 
Shoe Company consisted of two flags, one of which 
was carried by the ancestors of the late Major Edward 
P. Reed in the War of 1821, the flag now being owned 
by Benjamin Alden of East Bridgewater. The other 
flag was one carried during the three years of the Civil 
War by the 12th Regiment, Massachusetts Volunteers, 


of which the late Moses N. Arnold, founder of the 
Arnold Company, was captain. It was carried in the 
parade by his son, Wallace Arnold. 

President Charles H. Alden, of the C. H. Alden 
Shoe Company, added much pleasure to the day. 
The company’s offices were opened in the afternoon 
and the general committees of the day, shoe manu- 
facturers and salesmen from out of town were enter- 
tained. A buffet lunch was served to more than 100. 
The large sample room was cleared, and until 11.30 
in the evening the service boys and their friends made 
welcome. President Alden was assisted in the recep- 
tion of the guests by Superintendent Fred H. King, 
George T. Smith, Arthur Pegman, S. Grant Stone and 
John Alden. 

The employes of the various factories represented 
made a splendid showing. All did especially well in 
the various war work campaigns. The shoe trades’ 
contribution to the success of the Welcome Home 
celebration was a fitting close for their good work. 





A Record Purchase 


440,000 Pairs of Hip and Short Rubber Boots 
Purchased by S. Rosenberg & Son 


What is probably the largest single purchase of 
rubber boots and shoes ever made at one time by an 
American house has just been closed by S. Rosen- 
berg & Son of Boston, Mass. 

These boots were originally purchased by the 
Unites States Government for use by our overseas 
forces, and were, therefore, made according to the 
high standards laid down by the War Department. 
The original cost of these boots was $2,000,000. 

In accordance with the terms of sale required by the 
Government, cash was required for the entire pur- 
chase as delivery to the purchasers was made. 

This transaction was handled entirely by Mr. Louis 
Rosenberg, of the firm of S. Rosenberg & Son, and 
the entire credit for securing this very desirable mer- 
chandise is wholly due to his foresight and enterprise. 





New Shoe Store 


Wodinsky Bros., New York, Enlarge 


On Saturday last, September 20, Wodinsky Bros. 
of New York City held a formal grand opening of 
their new store at 1 and 3 Avenue A. 

This store has been reconstructed and enlarged. 
The public was present in large numbers. 


Store 
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M. N. Arnold Shoe Co.’s Contribution to the North Abington 


“Welcome Home’’ Celebration 


























A—Capt. B.S. Wales and His Lieutenants. C—W. P. Arnold as Marshall. E—Stitching Room Float. 
B—Group of Employes. D—‘‘Our Boys Filled Thee Shoes.” F—Office Girls with Sashes and Caps 
Reading “King Quality.” 
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TheLargest 
a 
and Most Expensive 


ADVERTISEMENT 
Ever Run for This OrAny Similar Line 


The big, two page ad shown on the opposite page will appear in the 
Saturday Evening Post of November 15, 1919, in order that no one may 


fail to know that the following week is 


Dr. Scholl’s Demonstration Week 
(November 17th to 22nd, 1919) 


This will be, beyond any question, the greatest week of sales in the Dr. Scholl line, as well in 
shoes, which has ever occurred. It will be the first time in history that simultaneous 
demonstrations, each in charge of a competent Practipedist, have been staged i in thousands 
upon thousands of shoe stores throughout this country and Canada. 


HOW ABOUT YOUR DEMONSTRATION ? 


Are you making preparations to share in the prestige and profits which the stores 

carrying out the announcement made in this big ad opposite, will unquestion- 

ably gain? If not, do you not think that it would be well to do so? Your Ps ate 
customers are going to read that ad and are going to attend one of This 


these demonstrations somewhere. Would it not be best to show them V4 
that you are prepared to give foot comfort, so that they need go Coupon 


aa 
no further? 2 Now | 
HAVE YOU A PRACTIPEDIST? | 


If not, there is still time, and we will help you. By a specia/ ae The Scholl Mfg. Co., 
213 W. Schiller St., 


arrangement, we can offer you and your employes, abso- 
Chicago 


lutely FREE, one of Home Study Courses in Practipedics 

from the American School of Practipedics. A little Gentlemen: 

spare time study will enable anyone to com- rd ; 

plete the Course and graduate before Dr. > I am interested -in De, Scheie 
" emonstration Week. Please send me 

Scholl’s Demonstration Week arrives. 4 Slag ep tr Ra 


Portfolio giving complete information 

yi about conducting a Demonstration, plan of 
Week and means of hooking up your advertising. 
Enrollment Blanks for the Free Course in 


THE SCHOLL MFG. CO. Practipedics offered in your ad. _ 
2/3 W Schiller Street, CHICAGO P 


NEW YORK-TORONTO-LONDON-PARIS 
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“Shoes for the 
Entire Family” 


We have been favored with 
an exceptionally large vol- 
ume of business ever since 
our salesmen have been in 
their territories this season. 


This increase is in itself a proof of 
the fact that merchants who have 
bought our shoes have found in 
them the style, quality and fit that 
they looked for. 


Our shoes are good sellers. May 
we be of service to YOU? Our sales- 
man or a catalog will promptly 
respond to your request. Just 
write us. 


We have BIG STOCKS ‘on the floor 
ready to ship. 


GENTRAL SHOE Go. 


MANUFACTURERS 
ST.-LOUIS, U. S. A. 


“THE NATION’S SHOE CENTER” 
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Nine Big Points of. 


“Big Nine” Supremacy 
(1) Leather ankle patch 
(originators). 

(2) Real horsehide trim- 
ming. 

(3) Double stitching. 

(4) Leather lacings. 

(5) Cork innersole—cool in 
any weather. 

(6) Fine duck uppers and 
lining. 

(7) Footform last. 

(8) Big C sole of tempered 
rubber—and plenty of it. 

(9) Reinforced toe and fox- 


ings. 








Want to treble your sales? This season 
the sales of ‘‘Big Nine’’ trebled. That was 
some record! But we’ll beat it next year... 


Heretofore the “‘Big Nine’’ has sold on sight. 
Hereafter it will be sold béfore it’s seen. 


Big, striking advertisements in carefully selected 
magazines will carry the message of the Nine Big 
Points right home to the American boy and his 
mother. 


Result: sales, more sales and repeat sales. 


Our salesmen are on the way with prices and samples for 
1920. There is a limit to our production and we sincerely 
advise every dealer to order early and in sufficient quantity. 


Dealers in cities where we have no representative should 
write or wire. Our exclusive agency proposition will interest 
them. 


Converse Rubber Shoe Co., 


Factory: Malden, Mass. 


Service Branches: 


Chicago-618-626 W. Jackson Blvd. New York-142 Duane’ St. 


Philadelphia—20 N. Third St. 
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Advertising they 
can’t forget 


No sir! They can’t forget it. 
After folks have seen the power- 
ful series of advertisements run- 
ning in the Country Gentleman 
and in eight other of the best 
farm publications in America, 
they’ll think of Green La bel 
Lambertvilles every time they 
see a pair of boots or 4-buckle 
arctics. 


Demand for Lambertvilles will 
be brisk this year. Last year 
we had to let the Army and 
Navy have nearly all our out- 
put, but this year we are devot- 
ing our capacity to the Lam- 
bertville dealers. Business is 
better than ever. There is an _§. 
actual shortage of Lambert- 
ville rubber goods in the con- 
sumers’ hands. They’ll all 

. want to renew their outworn 
footgear and these advertise- 
ments will start a rush of cus- 
tomers to our dealers. 





Ifthere is no Lambertville 
dealer near you, we’ll be glad to 
sell to you. We give each 
dealer exclusive rights to his 
territory, so if you want tocap- 
ture some business from t his 
advertising, act quickly. Wire 
your order today. 










































LAMBERTVILLE RUBBER COMPANY 
Lambertville, N. J. 
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SHOES 


A HIGH QUALITY LINE 


Does youn 


A 
watch it s ell. 


merica want style? Buy the ‘““My Boy” line and 
The young man sees his daddy’s shoes look nice 


and he signifies his desire to have that kind. In making the 
‘“My Boy” line we have had an eye on the modern youngster 
and made a shoe that has class coupled with wear. 


HIGH QUALITY NUMBERS IN STOCK 


No. 453—SAME QUALITY AND STOCK AS ABOVE, but 
made in Bal, Full Round Toe Last, called “ POPLAR, 3 
In Stock, Widths B, C, D, Size 1-6, Price $6.25 Less Discount 











No. 442—COCO-Brown Ivory Stock, Same Last as No. 452 
illustrated, same quality, In Stock, Widths B, C, 
Sizes 1-6, Price 36. 25 Less Discount 


No. 443—Coco-Brown Ivory Stock, Same 
eg as No. 452 illustrated, made on 
ull Round Toe Last called “ POPLAR,’ ” Bal 
Pattern, In Stock, Widths B, C, D, Sizes 1-6, 
$6.25 Less Discount 
No. 432—Gun Metal Veal Stock, Same Last as 
No. 452 ng ade og same ery: In 
Stock, Widths B, C, D, Sizes 1-6, Price $5.25 
Less Discount. 
No. 433—Gun Metal Veal Stock, 
Same Quality as No. 452 illus- 
trated, made on Full 
Round Toe Last, called ‘* POP- 





LAR,” Bal Pattern, In Stock, 


Widths B, C, D, 
Price 








CARTON 
LABELS 


On all orders of 
Five Dozen or 
more, we will put 
dealer’s label on 
carton, otherwise 
carton will come 
branded “MY 
BOY.” The 
shoes are left plain 
and standardized 
the Carter way. 











Sizes 1-6, 
$5.25 Less Discount 


CHEAPER GRADES 
IN STOCK 


Shoes listed below are known as our second grade, 
made with leather top facings and surface welt. 


No. 542—Brown Ivory Stock, Same Last as No. 
452 illustrated above, In Stock, B, C, D Widths, 
Sizes 1-6, Price $4.95 Less Discount 


No. 532—Gun Metal Bal, Same Last as No. 452 
illustrated above, In Stock, B, C, D Widths, 
Sizes 1-6, Price $4.50 Less Discount 


NO. 452 








MAPLE 
LAST 


No. 452—MAPLE LAST. Boy’s Ma- 
hogeny Calf Whole Vamp Pa. _ Chrome 
Pearl Leather Facings and 

High Grade Linings and Lined To 

Six iron Number One Insoles, nine an oon 
iron Number One (Over-Weight) Outsoles, 

Channel Welt Bottom, High Quality Heels, 

with nine iron Number One Top Lifts, 

Fair Stitched, and made with two back 
stays, one inside and one out, both lasted 
between soles, and sewed never-rip. In 
Stock, B, C, D Widths, Sizes 1-6. In. 
—— of 10 dozen for one shipment a 
jiscount of 5 per cent is |. 


PRICE $6.25, LESS 2% 








J. W. CARTER CHICAGO COMPANY 


CHICAGO, ILL. 
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»| Greater Comfort 
better health 
better work 
result from 





TREADS AND MATS 


Ezola is a flexible mat or strip made 
of tempered resilient asphalt compound 
a half inch thick, sandwiched between 
layers of asphalt saturated felt. 


It is surfaced with long wearing ma- 
terial and is bound at the edges with a 
galvanized metal strip. 

Placed on wood or concrete floors where 
the workers stand at machines or benches 
it provides a floor insulation from damp- 
ness and cold, absorbs vibration and in- 
sulates against electricity. 

It is water-proof, vermin-proof, san- 
itary—and is very much less tiring to 
stand on than hard floors. 


An EZOLA mat in front of every ma- 
chine or bench where a worker stands, 
tends to cut down sickness and lost time— 
increases comfort, promotes efficiency and 
contentment. 


Made in sizes from 2 feet square up. 
Write for particulars. 


THE PHILIP CAREY COMPANY 
511-531 Wayne Ave. Lockland, Cincinnati, Ohio 


METAL BINDING 
WOOL FELT 
ASPHALT 


WEARING 
SURFACE 





Ww Ww 


i selling rubber heeled shoes you 
gain the good will of men who 
have hitherto immediately taken 
their new shoes to a cobbler for 
rubber heeling. 


And while you're about it, see that 
your customers get shoes heeled 


“CATS Paw 


CUSHION 
RUBBER HEELS 


Be particular to specify. the best 
and you will be repaid. 


Foster Rubber Co., Boston, Mass. 
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FLEXIBILITY! - 








Do you fully appreciate the im- 
portance of flexibility? 


Your customers want flexibility 
where flexibility counts. Your 
customers want a flexible fore- 
part combined with a sturdy, up- 
standing instep. 











This ideal condition is obtained in 
Walk-Croft shoes by means of our 
patented process. 


Let us prove it. A post card will 
bring you a sample or a salesman, 


nerory BANCROFT WALKER COMPANY “srosornes 


13 Wormwood Street 


pe MAKERS OF SMART SHOES FOR WOMEN 


“Walk-Croft” prices and styles are especially interesting to large dealers and department store buyers. Sold unbranded if desired. 


. RICE BUILDING 
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First offering to the trade from 
our new McKay factory. 


Gun Metal High Lace— pony 
pattern —. both heel and wedge 
heel in childs’ sizes. 





—— = —— = a as 3c 
a a ae ae he aie aes 





Ir 


5-8 8%-ll 11%-2 
410-wedge $2.50 $3.00 


410H-heel $3.00 $3.50 


— — os 
I 


“IC as 
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Try a Dozen 


Hagerstown Shoe and Legging Co. 
Hagerstown, Maryland, U.S.A. 


oe ae ae ee ne ie 

































“look” their character. 
Smartness is outstanding 
in every one of our new 
Spring samples. 








. Back of their good looks is an 
inbuilt quality which dealer 
after dealer will tell you makes 
Smith-Briscoe Shoes “solid” 
with their customers. 










e . — One of our salesmen will be glad to 
he respond to your invitation to show the 
S Spring sample line. 







i SMITH-BRISCOE SHOE CO. Inc. 
| Noregian Steadfast Makers of Good Shoes for Men? 


Norwegian Steadfast 


Brogue Bal = 
LYNCHBURG, - - - .VIRGINIA 
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Three Special Reasons 


For the constantly increasing demand for 


NOVILLA KID 


° It has EVERY It does NOT ° And here’s a 
F irst attractive quality Second scuff, thus Third vital factor—it 
of genuine glazed kid. overcoming the only real ob- costs less per foot and costs 

jection to glazed kid. ] 


CASTLE KID COMPANY 


Originators and Sole Producers 


CAMDEN - - - - NEW JERSEY 
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YOU i CAN MAKE MONEY WITH 
Underhill’s Foot-Fashioned Spats 


This is no idle boast. People know what 
they want and when they see it will buy it. 





Every merchant who gets a trial order of 
Underhill’s Spats almost invariably re- 
orders a larger quantity. 


Cut on entirely different lines from any 
other spat, they have superior fitting 
qualities. 
Try them and be convinced 
ALL COLORS ALL FABRICS 
FIRST CLASS WORKMANSHIP 


G. F. UNDERHILL CO. 


58 COLDEN STREET NEWARK, NEW JERSEY 

















For Evening Wear Rent ana ELLIOTT 


Maintenance 
Service is the 
‘result of years of 
experience. 

It will fit your 
needs best. 


Or 

Every 
if a advance 
— - made in 


RHINESTONE BUCKLES ate te ee 
ching 


Aluminum Set B 
Exquisite and Exclusive Designs a ' Machines 
ELLIOTT is in the 


1 to $20- i 
$ o $ per pair idee 


Our line is diverse, including as well as above a 
; full line of enamelled, hand engraved, aluminum, 
‘ metal and covered buckles. ~ 


Samples on request. Better place your orders Ask Your Jobber for 
: early for prompt delivery. The Elliott Plan 


| SCHIFF JEWELRY MFG. CO. or wrile ws. 
| 403 Broome St. NEW YORK, N. Y. ELLIOTT MACHINE CO. - Grand Rapids, Mich. 
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Tony Red Will Reign 
For Yet Another Season 


Yetta reports from To is confirmed by condi- 
4 “the boys on the road” . 

certify that TONY RED tions at our factory and 
CALF is tobe again the most _salesrooms. 

popular calf leather for Spring | 

1920. There is no let-up in the call 


Retail merchants everywhere for Tony Red, and our. factory 
seem to be unanimous in a 


continued preference for Tony 
Red. to produce all that is wanted. 





n 
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capacity is still taxed to the limit 


—and as for Cresco 


Our orders for it would indicate a general trade appreciation that Cresco is the 


TONY RED), (CREESE 


CRESCO!” \COOK CO. 


“You Can’t Think of Either Without the Other”’ 








Tanneries at 


Boston Salesrooms Dandies 
95 South Street fyeex: ime oe 


Wolfenstein and Shanahan \ ONG Leaf 106 Broadway Leather Trades Bldg. 
39 Spruce Street BSL Cincinnati, 0. St. Louis, Mo. 


New York 





: Trocenssccesccsencsessscess 
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THE NORMAN Sie 


METROPOLITAN STYLES FOR MEN 





Here’s another of the up-to-the- 

minute styles you will find in the 

Norman line of Men’s Fine 

— Welts. Avery popular style with 

Mahogany. Veal the men who want high quality, 
good fit and correct style. 

This is just one of the many 

features that will interest you 

when you see the line this season. 


MADE BY 


Noyes-Norman Shoe Co. 
ST. JOSEPH, MO. 


No. 2209 : 
Mahogany veal bal; a sole, heavy grain insole, Chicago Office : Ss 
leather counter; Ace last. Ato C; 6-11. Room 306 Lees Building 








— fF 








x 








hittentores 


Poy i Tel WU LKIT AY 


OUALITY VARIETY 


Sold in the Market Places of the World 


THERE IS A BUYER FOR EVERY PACKAGE OF WHITTEMORE’S 
YOU STOCK. YOUR MONEY CAN BE TURNED PROMPTLY 


There is a distinct obventeee in offering your trade the peer- 


A mye pes ped on less polishes produced by Whittemore. A demand for them ae on im te 


Handy touse,resultsareapure- already exists—you don’t have to create it. More than fifty _ likesoap does the hands. Never 
ness and whiteness equal tothe —_ years uninterrupted service to the public has advertised them —_\eaves the leather dry and stiff. 


original freshness of leather or _ in the best known way—regularly used by millions. - ira: 


la 








Two Sizes : 
WHITTEMORE BROS. CORP., Boston, Mass. 


Ask your jobber salesman or write us for complete catalog 
OOOO OOOO OOOO OOOO OOOOOOOOOOOOHPDREY 
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Baby Louis 


We found out that just 
to mention BABY LOUIS si di cela i 
was like waving a red flag Leather Plaza, 14-inch 
in front of a bull. First ne Sa 

Price $6.50 
come, first served on 
this number, ready WIDTHS AND SIZES 


NOVEMBER 6éIst to AAA, 4% to 8; AA, 4 
15th. to8; A, 3% to 8; B, 
2% to 8; C, 2% to 8. 
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Prices and Deliveries Not Guaranteed 


Nathan D. Dodge Shoe Co. 
Newburyport, Mass. 
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Boston New York Philadelphia Chicago San Francisco 
183 Essex St. 851 Marbridge Bldg. 600 Denckla Bidg. 20 W. Jackson Bivd. 417 Pacific Bidg. 
Great Northern Bidg. 
Montgomery, Ala. Kansas City, Mo. Philippine Islands 
20 Galena Ave. 537 Ridge Bldg. 304 Roxas Bidg., Manila 
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All goods sold F. O. B. Newburyport; terms, net 30 days. Single pairs, 25 cents a pair extra. 
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“TRUFORM” 


VAMP MOULDING 
MACHINE 











Patents Pending 








You get prompt 


deliveries on 


ELITE 
SPATS 


Prompt deliveries mean sales 
continually. The quality of 
our service equals that of the 
workmanship and material 
you'll find always in ELITE 
SPATS. 


BROOKLYN SLIPPER CO. 
409-411 Osborn St. BROOKLYN, N. Y. 














Cut Down 
Your 
Factory Damaged 
Shoes! 


The “TRUFORM” Vamp Moulding 
Machine not only insures straight 
throats but eliminates all strain on blucher 
lugs. 

The “TRUFORM” makes lasting a simple 
operation. It is not necessary to PULL the 


upper down to the last at the throat; it is 

MOULDED. 

The “TRUFORM” moulds the vamp to the 

true shape of the last in the throat without 

disturbing the vamp in any other place. It 

insures absolute uniformity in lasting. 
Manufactured by 


Conaway-Wadsworth Pattern Co. 


(INCORPORATED) 
MILWAUKEE, :: WISCONSIN 











IN CHICAGO 


Morrison Hotel 


RIGHT in the heart of 
the loop—close to the 
wholesale and retail centers. 


More than 1,000 rooms, 
with bath, circulating ice 
water, and the most modern 
comforts. There are large, 
well-lighted, dustlesssample 
rooms. 


It is the Home of the 


TERRACE GARDEN 
E Chicago’s Wonder Restaurant 





Madison and Clark Streets 
CHICAGO 
Personal Management Harry C. Moir 























QUALITY 
SHOES 


The Edmonds “Foot-Fitter”’ 
is sold everywhere! It’s fully $1 under 


the market! All because we make just this 


one shoe in one leather over one last! And that’s 
why it is the Biggest Selling Single Style in the Entire 
World. Guaranteed immediate delivery, AA to EE, 5 to 12 
(sizes and half-sizes) at $7.50. 


Milwaukee Wisconsin 
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MILWAUKEE 





WANTS THE 19 


HE city of accomplishments will prove a hostess interesting, 
pleasing and hospitable. 


‘The merchant must be pleased”’ is the keynote of our invitation 
as is “the guest must be pleased”’ the welcome note of the people. 
Our more than ten hostelries of high standing are ready to uphold 
Milwaukee’s national reputation for genuine hospitality. 


Milwaukee will conduct the National Shoe Retailers’ As- 
sociation Convention in 1921 as it has never been staged 
before—on a large scale in our huge Auditorium — on a 
more economical basis for visitors and with a varied and 
instructive program. On to Milwaukee in 1921. 


MILWAUKEE SHOE SALES ASSOCIATION 


BRADLEY & METCALF CO. 
EDMONDS SHOE Co. 
HARSH & CHAPLINE SHOE CO. 


F. MAYER BOOT AND SHOE Co. 
NUNN, BUSH & WELDON SHOE Co. 
OGDEN SHOE Co. 
PFISTER & VOGEL LEATHER CO. 
ALBERT H. WEINBRENNER CO. 


WEYENBERG SHOE MFG. CO. 
ALBERT TROSTEL & SONS COMPANY 




















Albert H. Weinbrenner Co. 











FAUNNY 
wUSH, 


Superfine Quality 
ur attention to the 
hese shoes—both in 
d workmanship. 
r kid up- 


We call yo 
quality of t 
material an 
—Top selections—Calf rs) 
per leather. 
—First quality heavy iron Scoured 
Oak packer soles. 


—Grain oak innersoles. 
—Whole leather lift heels. 
—Oak leather counters. 


__Qak leather box toes. ee 
__Fine Weave g-oz. duck lining. . 
_Tongues—crimped and en 
—Uppers stitched with silk threa 
__And above all—car eful, — 
scientious and skillful) wor 


manship. 
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Nunn, Bush & Weldon Shoe Co. 


Milwaukee 


This card is placed in every 
carton containing Super- 
fine Shoes of the Nunn- 
Bush line. 


Superfine Shoes can be 
compared with only the 
finest shoes made—as to 
niceties of manufacture, 
quality of materials and 
character of finish. i hia 


Catalogue and samples wiil 
be sent to merchants who 
handle shoes of super- 
quality. 


Superfine Shoes... .$11.50 
Oxfords.............$10.50 
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K-Z Quality at 
Popular Prices 


Sturdy, dependable high quality footwear for Infants, Children, 
Misses and Growing Girls. Nothing but quality footwear ever 
leaves the Kalt-Zimmers factory. And while quality is the founda- 
tion of the K-Z line yet the K—Z factory is so efficiently organized 
that we are able to produce these shoes to sell at popular prices. 


Merchants everywhere who are stocking 

K-Z shoes report increasing business in 

their children’s departments. The 

many sales features of this line are bound 

to interest all shoe merchants. If you 

do not know our salesman in your terri- 
tory, a line from you will enable 
you to see samples any time you 
desire. 


Kalt-Zimmers Mfg. Co 


Milwaukee, Wis. 








Spring and Summer 


STYLES 1920 
P & V COLORED CALF LEATHERS 


Colored Velours Calf and Locus Calf are representa- 
tive of the season’s demand for desirable footwear. 
They combine character and style. Made in the popular 
shades of brown for Men’s and Women’s Shoes for Spring 


and Summer. 

P & V Colored Calf Leathers have stood ‘the test for 
seventy-two years. They will stand the test today and 
add real merit to your line of shoes. Specify P & V 
Colored Calf Leathers when placing your orders 

for the coming season. 


Pfister & Vogel Leather Co. 
Milwaukee, Wis. 
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Qin Henn PEeTanzeitl 


POLAR-KLOTH 


THE WHITE ~ SHOE ¢ CLOTH F PAR EXCELLENCE 


PAEGULEGULEQTULATADEEAURAGKHREEUELORLCURTULAREGGEREUERMAEELARENIEL 


OTHING has been left 
undone to make and 


maintain POLAR-CLOTH 
the finest shoe cloth that it 
is possible to produce. 
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Distinguished for its Fine 
Face and Even Weave, which 
give it an individual character 
that is reflected in the shoe. 


Thomas, Lake & Whiton, Inc. 


103 Bedford Street, 
(Corner Lincoln) 


Boston, Mass., U. S. A. 
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Why the Lock Thread Holds 
on Neodlin-soled Shoes 


ROBABLY there is no more essen- 

tial feature of the standard method 
of Nedlin Sole application than the use 
of thread of the same cord for lock 
thread and shuttle stitch. 


For with thread of the same size on 
bobbin and shuttle, the lock is made 
near the top of the sole and the liability 
of ripping is reduced to the minimum, 
since a deep lock makes a bigger hole 
that often becomes a defect with the 
strain of wear. 


This method of stitching is especially 
effective when soft weave thread is used 
to prevent that cutting of the sole in 
the forming of the lock stitch. 


The adoption of this and other essential 
features of the standard method of 
Nedlin Sole application by 145 of the 
leading shoe manufacturers has made 
possible a guarantee of all Nedlin-soled 
shoes for permanent sole attachment as 
well as for maximum sole wear. 


These shoe manufacturers are making 
their spring styles of Nedlin-soled lines 
according to this standard method of 
Nedlin Sole application. 


Thus, retailers can take immediate 
advantage of the new Nedlin Sole guar- 
antee by placing their orders now. 


Tue Goopyear Tire & Russer Company 
Akron, OuHI0 











Reason No. 5—For the New Guarantee 


If you are not thoroughly familiar with the operation 
of the new direct Guarantee on Nedlin Soles—write for 
our booklet ‘‘Nedlin Sole Guarantee and How It 
Operates.’’ 

Goodyear Wingfoot Heels are the walking mates of 
NeGlin Soles. They also are guaranteed—to outlast all 
other heels, rubber or leather. And they’re so dependable 
that only 1 pair in 352,000 is returned for adjustment. 


Neolin Soles 











QUALITY SHOES 
uality is a synonym for Chicago shoes. 
Chicago is known the world over as The Great 
Central Shoe Supply Market of America. 

The buyer purchases his shoes in Chicago, 
because he can buy shoes at prices which will 
enable him to make big profits. 

IN STOCK 

The manufacturers and wholesalers of Chicago, 
through their In Stock Service, meet every price 
and every trade. For men’s, women’s or chil- 
dren’s lines, Chicago is The Great Central Market 
for Goods in Stock. 

Genuine values—In Stock Service— 
Al Transportation facilities. 
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SMITH-WALLACE SHOE CO. 

} NOVELTY SHOE CO. 
7 GEORGE E. HARRISON SHOE CO. 
HARPER & KIRSCHTEN SHOE CO. 
SINSHEIMER BROS. & CO. 
J. W. CARTER CHICAGO CO. 
NO-AKE SHOE CO. 
HENRY KLEINE & CO. 
THE STANWEAR SHOE CO. 
HARRY M. HUSK SHOE CO. 
R. P. SMITH & SONS CO. 
THE A. S. KREIDER CO. 
THE AMERICAN SHOE 

POLISH CO. 
S. FREEHLING & SON 
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Facto 
i 


THE RETAILER 
KNOWS 


That Union Stamp shoes meet the demand of all the 
people all the time. 





That Union Stamp shoes are the only shoes acceptable 
for the Union man and his family. 


That Union Stamp shoes are made in all grades for 
every member of the family. 


That Union Stamp shoes are nationally advertised in 
the labor journals of this country, creating a tremen- 
dous market for their sale. 


That Union Stamp shoes bear one identifying mark— 
the official stamp of the Boot and Shoe Workers’ 


Union. 


Boot and Shoe 
Workers’ Union 


Affiliated with the 
American Federation of Labor 


246 Summer Street - - Boston, Mass. 


COLLIS LOVELY - General President 
CHAS. L. BAINE - General Sec’y-Treasurer 
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A REMARKABLE RECEPTION has been 
given Marion Salesmen this season by our 
customers—who are greatly pleased with 
their Marion Shoes. 


The popular Stock No. 1000, shown above, 
is a Tan Cordo English Bal,Streamline Last, 
A-B-C-D wide, IN STOCK. Price $7.50. 


ZS TX oO XXX 





$97.25 AS Tf 36.00 


a pair \\ . . 
a pair \ a pair 


4030—Patent Chrome 4026—Fine Black 4025—Patent Chrome 
Vamp, Light Tan Leath- Brazilian Kid, Lace Vamp, Fine Mat. Top, 
er Top, Imitation Boot, White Rand, Imi- Lace Boot, McKay 
Stitched Tip, McKay tation Stitched Tip, Sewed, Light Flexible 
Sewed, Light Flexible Light Flexible Oak Sole, Oak Soles, Louis’ Heel. 
Oak Soles, Louis Heel. Louis Heel. Widths B- Widths B-D-E only. 


Widths D-E. Sizes 24% D-E only. Sizes 3 to 8. Sizes 21% to 8. 
to 8. Price .......$7.25 PRICE. 06.0006.0005 5s Qeeee 


IN STOCK NOW! 


Fill up your stock at these prices! These are exceptional values. 
Fine looking shoes that you can sell at a good profit.. We can 
assure you immediate shipments. Order today. 


HAMTON SHOE COMPANY 


26 S. Wells St., Chicago 

















CUDEEUGEERREROCRECGRARCCeERS 


BOSTON OFFICE 
10 HIGH STREET 
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JULIA MARLOWE 
SHOES 


Typical Advance 


1 IIc icc. 


IC Ic IC IC 


Styles 


ee a oe oe | | ee! ee | ee | 
TOO CCC Oe ee 


. : Style 4697—Single Sole McKay: 
Style 7931—Goodyear Welt Black F Patent Colonial Pump, 17-8 Leather 
Kid Lace Oxford, 17-8 Leather One- i One-half Louis Heel., Also Made In 
half Louis Heel. Also Made In Bleck Or Brown Kid. 

Patent Or Colored Kid. 
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THEY SATISFY THE 
TASTE FOR 
DISTINCTION AND 
REFINEMENT 


= ee oo fos 


COMPLETE CATALOG 
SENT UPON REQUEST 
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Style 1591—Single Sole McKay, 
Black Kid Lace Boot, 84%” Top, 18-8 
Leather One-half Louis Heel. This 
Style Is Also Made In Goodyear 
Welt, Or In Black Or Brown Kid. 
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1099 0c 


, Style 4727—Singie Sole McKay, 

ane — gay - P ayn 

Style 4787—Single Sole McKay Jood Covere eel. Also Made In 
White Kid Colonial Pump, 18-8 Black Or Brown Kid, With Orna- 


Wood Covered Heel. ment To Match. 


THE RICH SHOE CO. MILWAUKEE, WIS. 
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Beauty 
Every Step of the Way 


There is something more 
than materials, plus labor, 
in Lundin Shoes. 


They represent pains- 
taking study of style 
tendencies, because Beauty 
of Design is as necessary as 
good quality. 








The “Lundin” line of 
Dress Welts stands out dis- 
tinctly as a “‘class’’ line, 
but the price range is elas- 
tic enough to make them 
meet average trade 
requirements. 


The LUNDIN Shoe 
is right all through 


LUND-MAULDIN Co. 


MANUFACTURERS 


St. Louis U.S. A. 
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Selling to the 
Future Generation 


onseam 


PATENTED AND REGISTERED 


SHOES 


Wont Rip 














Boys regard a department store more as an insti- 
tution than a commercial enterprise. 


Keen merchants and managers look upon boys as 
new customers capable of being retained for life. 
They encourage growth of the institutional idea, 
knowing that boys can be as loyal to their de- 
partment store as they are to their school or club. 


It is easy enough,to gain and hold boys’ trade 
providing the youthful customers are treated 
sympathetically, and are supplied merchandise 


W. H. GRIFFIN COMPANY 


and TORE One > 
Ka tee 


»S 
Manchester 


a 


Pall 


SSK 
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which in their estimation would be acceptable to 
some admired hero. 


Wonseam Shoes are in such aclass. Their brisk, 

mannish appearance and their sturdiness without - 
sacrifice of style make them a lad’s invariable 

selection. 


Wonseam Shoes are made as well as they look— 
a thing worth remembering when repeat orders 
and the trade of the boy’s family are considered. 


Two thicknesses of leather cover the toe. 


The patented Wonseam way of making upper 
and tongue one piece prevents the tongue from 
pulling out and reduces the number of seams 
from six or seven to one. 

Wonseam Shoes won’t rip or leak because the 
single séam running with the strain at the back 
is reinforced by a full length leather back stay 
and three rows of stitching. 

Soldiers, to the number of two million, have 
praised the army last on which Wonseam shoes 
are made. 

Wonseam shoes with all their features and 
modest price have made the undeniable conquest 
of the boys’ shoe market. 


National Advertising 
Stimulating advertisements of Wonseam shoes 
during the next few months will accentuate de- 
mand. See the Saturday Evening Post, the 
Ladies’ Home Journal, the Delineator and the 
Pictorial Review for how the Wonseam story is 
being told to consumers. Communicate with us 
for the name of the jobber best situated to serve 
you. 


° 


New Hampshire 
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No. 1l 


Mahogany 
Calf Bal. All Solid. 


$9.50 











The best proposition in the country today. 
Finest grade Mahogany Calf, the one best seller 
for this Fall and next Spring. The beautiful 
lines of our Pep last are the talk of the trade. 
No. 11 is in stock B, C, and D, at $9.50 a. pair. 


No. 12—Mahogany Tan Calf Blu., Windsor 
last. The Windsor last is meeting the demands 
of that nifty dresser who wants style and comfort. 
In stock C, D, and E, at $9.50 a pair. 


Numbers 11 and 12 carry real oak soles, sole 
leather counters, solid leather lifts in the heels 
and fleece-lined tongues. 


A large stock of these shoes is now ready for 
your immediate needs. We are accepting orders 
on these shoes up to and including Feb. Ist at 
$9.50 a pair. You can’t afford to delay your 
order. 


SHOES 


THAT GOOD WESTERN 


IN STOCK NOW 


R-D-SMITH & SONS CO- 


CrreaGco 
sade Good £1 IG59Q <= ATITEVER SINCE 











QUALITY 









Windsor 
Last 























No. 12 


Mahogany 
Calf Blu. 


$9.50 
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NEW DEPARTMENT — complete, compact, demanding 

very little of your time, requiring an investment of only $164, 
and yet one which belongs in your shoe store and on which you 
make a very attractive profit. © 


Write now for details. Our unique merchandizing 
plan will appeal to you. 


DR. A. POSNER, SHOES, Inc. 
140 West Broadway, New York City 
FACTORY, 141 ROEBLING ST.. BROOKLYN, N. Y. 
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Up-to-Date Dealers 


Should Have This 


Up-to-Date Line 


Spelr AND NOVELT 
A FOOTWEAR 


(Trade Mark) 


E-Z WALK FOOT-PALS 


No. 562 


The Felt and Novelty Slippers that are showing the way. 

We never heard of a “Foot-Pals” dealer changing to any other line. 
A complete range of styles and patterns in attractive, snappy felt 
slippers. ; 

“Foot-Pals” are just what the name suggests—every one of them 
has that “comfy,” cosy-corner look that is half the sale. 


GET ACQUAINTED 


If no jobber near you has them—vwrité us. 


The E-Z Walk Mfé. Co., Inc. 


62-70 West 14th St. New York City 


~ 
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NEMOURS TRADING 
FALL SHOES IN STOCK 


Style No. 736. Patent 34 Fox Dull Top. Imi- Style No. 745. Brown Calf 34 Fox. Imitation Tip. 
tation Tip. Turn Sole. Full LXV Covered Fawn Nubuck Top. 9-inch Polish. - 19/8 
Heel. Price $8.50 LXV Heel. Welt. Price $8.40 

CARRIED IN 


Brown Calf, Black Kid, Dull Kid, Gun Metal with Dull Top, Gun Metal with 
Nubuck Top, in welts and turns. Cuban and Louis heels. All widths: from 
AA to D carried in stock. 


NEMOURS TRADIN G CORPORATION 


151 FIFTH AVENUE, NEW YORK 





MOU 
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FOR IMMEDIATE DELIVERY 
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OUR goods on order aren't sold till you 
sell ‘em. That means manufacturer has 
made delivery — people have been in. 

You have fitted them and they have paid you. 
Have your fall shoes arrived? If delivery has 
not been made you have lost money every day. 
We are here to deliver. Come to New York, 
Boston, or San Francisco, and see our line. 
Goods in stock ready to ship now. If you 
- cannot come telegraph us to have our salesman 


call. Price range $7 to $10. 















PROMPT DELIVERY OF LATEST STYLES— 
AT LOWEST PRICES, QUALITY CONSIDERED 


NEMOURS TRADING CORPORATION 


_ 151 FIFTH AVENUE, NEW YORK 
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soe No WRIGHT—from The Very Start 


You Don't Need a Percentage Table to Figure Out the 
Value of This Line Once It Is Installed on Your Shelves 


The superior Value and Workmanship is our most convincing argument. Our 
Stock Department Sales were never greater than now. 


We have the Shoes—Ready to Ship—and Now it is your draw. 


SyustWrol, 


wwe SHOE 














STOCK NO. 460 STOCK NO. 116 
Myopia Last Victory Last 
Patent Colt-Dancing Tie Cocoa Gun Metal Calf Bal. 
Flexible Sole Close : Iron Sole Fawn Buck Top 


AA to D. 5 to Il 12 Iron Edge Wingfoot Heel 
to D. 5 to Il 


Price 8.00 pair Price 10.00 pair 
It's Ready to Ship Now It’s Ready to Ship Now 






































6 OTHER STYLES—JUST AS GOOD 
Awaiting Your Orders—Ready to Ship 


No. 149—Sammie Last, Cherry Red Calf Blucher Price $9.75 
No. 117—Myopia Last, Gun Metal Calf Bal. . ..Price $9.25 
No. 126—Torpedo Last, Cocoa Gun Metal Calf Bal. Price $9.25 
No. 166—Myopia Last, Cocoa Brown Bal.. ......Price $7.75 
No. 176—Over-The-Top Last, Cordovan Brogan Bal. Price $10.50 
No. 196—Bingo Last, Cocoa Gun Metal Calf Bal Price $9.25 





E. T. WRIGHT & CO., INc. | ties wee | 
ROCKLAND MASS. advance catalogue | 


BOSTON NEW YORK PHILADELPHIA 
183 Essex Street Marbridge Building 1215 Market Street 


DETROIT SAN FRANCISCO 
Washington Arcade Pacific Building 





Stock No. 116 
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M-C. McKays 
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We have 


proved 
this fact 
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That a moderate price shoe can be just as full of style 
—just as attractive as the shoe that sells for a 
much higher price. 


All M. C. McKays are the product of careful thought and a 
close following of the prevailing style tendencies. As a result 
you get medium priced footwear that is style-right —shoes 
that sell with a minimum of effort at a maximum profit. 


Let us tell you the complete story of the M-C. Line. 


MITCHELIL- CAUNT CO. °* 


FACTORIES-LYNN,MASS. | BOSTON OFFICE-72 LINCOLN ST. 
} 


P= Made in (gnne2zz2 
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The Crawford Arch-Supporting Shank 


The only arch-supporting appliance in the market based on 
surgical science and knowledge of shoe-making and fitting 


It is an integral The finished, fash- 
ioned and fitted 
shoe is intended 
for the foot only. 
Anything added 


will cramp the 


part of the shoe; 
is locked to the 
insole. It cannot 
abrade the skin. 


It preserves the ie 
foot, injure the 


h the shoe, 
shape of the shoe arch and destroy 
gives support to | the shoe. 





the arches and 
ease to the foot. This is common 


sense. 
The shoe is for 
Don’t put a quart the foot and not 
into a pint meas- a store house for 
_— The Crawford Arch-Supporting Shank is an appliances. 


integral part of the shoe, not an appliance 
added to the shoe after it is made and worn. 





It is fitted between the inner and outer soles of the shoe in the making and is a combination 
of science and sense. It is the answer to weak and broken arches. Ask for shoes equipped 


with it. 


United Shoe Machinery Corporation 


BOSTON 


BRANCHES: — 
Johnson City, N. Y....... 124 Main 
,M 306 Broad —_ Philadelphia 
Rochester, N. Y...........- 130 Mill 


Cincinnati i 258 Fourth 
Haverhill, Mass 145 Essex i ; 1423 Olive 
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ONC NO. 512 
| CHERRY 


CALF 
VARSITY 
BAL | 
IN STOCK 


New extreme 
narrow toe 


SHEET eee 


Our corps of travelers are 
now showing Spring 
samples. 


GEO. S. DYER, N. Y. and 
Nd. 


E. B. SLOCUM, Chicago, 
Mich. and Wis 
HARRY M. HAMILTON, 


South. 
J. A. WARRENDER, Ohio 


and Ind. 

C. P. HERRMANN, Pacific 
Coast. 

GEO. W. MANSON, JR., 
Kansas, Ark., Okla. and 


99 Mo. 
** Dart Last GEO. J. LOVELEY, N. E. 
W. K. HOPLER, So. Atlantic 


$Q 00 rt foss, Pa. and W. Va. 


Cc. F. BARSTOW, Ill. and 
Iowa. 














The Dalton Company, Inc. 


Men’s Fine Shoes 


BROCKTON, MASSACHUSETTS 


BOSTON: 183 Essex Street NEW YORK: 651 Marbridge Building CHICAGO: 1415 Great Northern Building 
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No. 924. 
First and Second Edition 


SOLD OUT 


No more for short time 


Will notify when ready 


Have YOU Our In-Stock Style Catalogue? 


THE PRESTON B. KEITH SHOE CO. 


BROCKTON (Campello Sta.) MASS. 
New York Office, 299 Broadway, Room 415 
Boston Office, 207 Essex Street 

































































They Fit They Wear 
We Deliver 


No. 656-7 
Brown Calf, AA Grade, 
814”, Close Edge Welt, 
14-8 Cuban Heel. AA, 
44-8; A, 4-8; B, 3%-8; 
C and D, 24-8. 
No. 722-5 $8.75 
Jazz Pump, Close Edge Welt, 
Kid, 17-8 L.L. Heel. AA, 44-8; a 
4-8; B, 344-84C and D, 24-8. $5.75. 


Patent 


READY NOW 


No. 633-12 
All Aristo Kid, 844”, Welt, 8-8 Mil. 


No. 633-11— Brown Side 
B, 3%-8; C and D, 24-8. 


In-Stock cheese will be shipped plain and in plain cartons. 
PRICES SUBJECT TO CHANGE WITHOUT NOTICE, 
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Dale reville 


Ht shoes and sf; shppers 


P| LINE OF FELT SLIP- 
PERS THAT IS BUILT 


ON A QUALITY BASIS FROM BEGINNING 
TO END. WHILE OUR OUTPUT FOR 





THE BALANCE OF 1919 IS SOLD, WE . 


HAVE ARRANGED FOR A LARGE 
INCREASE IN OUR OUTPUT FOR 
19220 AND WE CAN PROMISE A 
LARGER AND MORE ATTRACTIVE 
LINE THAN EVER BEFORE. 


DOLGEVILLE FELT SHOE CO. 
DOLGEVILLE, N. Y. 
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© OLDE TYME COMFORT 
SHOES IN STOCK 


FOR YOUR TOES’ WOES o 


BETTER SHOES FOR LESS MONEY 














No. 72 
Glazed Kid Polish, Circu- No. 19} 
lar Vamp, Kid Tip, Heavy Glazed Kid Polish. Plain 
my le, 9-8 Rubber & Heavy Turn Sole, 9-8 


eel. q 
C, D, E and EE, 3-9 C,3-9. Dand E, 24-9 


$5.00 $5.00 
No. 12 
Glazed Kid, Two Strap Sandal, 
a Turned Sole, 12/8 Heel. 
, 3-8; C, D and E, 24-8 
$3.50 ; 


No. 93 
Glazed Kid, Seamless Polish, Steel 


Arch Support, Heavy T: Sol 
uci 


C, 3-9; D and E, 244-9 
$5.50 


PRICES SUBJECT TO CHANGE WITHOUT NOTICE 


LUNN & SWEET SHOE CO. 
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OUR "CAPRICE" PATTERN 


A FAMILIARITY with OUR LEADING PAT- 
TERNS will FAGILITATE YOUR PICKING THE 
WINNERS, when OUR SALESMAN CALLS. 


THIS WEEK, WE FEATURE THIS "CAPRICE" 
PUMP PATTERN, which is having A MOST 
UNUSUAL SALE. 


NEW IN DESIGN, it is made on a LAST, 
ESPECIALLY MODELLED for this LONG VAMP 
TYPE of PUMP, which ASSURES A PERFEOT 
FIT. 


It MAY BE WORN PLAIN or with AN O6R- 
NAMENT of ANY SIZE DESIRED, giving it a 
VARYING NEWNESS, that MUST APPEAL to 
the WOMAN, SEEKING VARIETY and EGONOMY. 


MANCHESTER, NEW HAMPSHIRE. 
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New York City 


THE RETAIL TRADE 


Many Sales Confined to Pumps and 
Oxfords 


The Jewish holidays plus the con- 
tinued warm weather put a damper on 
the retail trade in New York last week. 
All merchants from the high-class Fifth 
Avenue shops to the little stores on side 
streets and even department stores 
reported business as exceptionally dull. 
Colder weather is expected to bring in a 
strong demand for high shoes, which 
have not started to move freely as yet. 


REGARDING PRICES. 


The Action of a Prominent Retail 
Merchant 


Sales that were made last week in 
women’s shoes were confined largely to 
pumps ard oxfords. Purchasers of 
these in many cases made inquiries for 
high shoes and expressed the intention 
of buying them later on in the season. 
No complaints against present prices are 
registered, according to the retail mer- 
chants. The average high shoe for 
women now being sold here is priced 
around $15, say a number of merchants. 
The average man’s shoe will run around 
$12. 

In some of the leading stores a good 
business is being done in buckskin and 
suede high shoes for women, in black and 
alsointan. The prices of these run from 
$15 to $20 a pair. 

One of the most prominent retail mer- 
chants in New York is inclined to think 
that prices quoted on Spring shoes will 
be the peak. He is averaging his prices 
now in an effort to make Spring prices 
seem less of a jump to his customers. 
“By this process,” he said, “my cus- 
tomers will pay a trifle more for Fall 
shoes than we expected to charge them, 
but they will find the advance next 
Spring less sharp. Then, too, by averag- 
ing my stock, I am more prepared to 
stand a declining market if one should 
set in next year, and I am inclined to 


think it will, although I look for a 
gradual decline and not a sharp drop. 
At any rate, prices will never return to 
the old normal as we knew it before the 
war. 


JOHN SLATER RETURNS 


An Active Winter Planned by Shoe 
Merchants 


John Slater of J. & J. Slater, president 
of the Shoe Retailers’ Association of 
New York, has returned from his vaca- 
tion. Mr. Slater is the retail shoe mer- 
chants’ representative on the local Fair- 
Price Committee. Hesaid that although 
he had been out of touch with condi- 
tions during his absence he expected 
little change of the present situation for 
several weeks at least. An active 
Winter season is being planned by the 
Retail Merchants’ Association. The 
membership campaign inaugurated at 
the last meeting is progressing. A full 
report will be made by the committee at 
the next meeting of the association on 
the third Tuesday in October. 


GOOD BUSINESS REPORTED 


Production Sold Up Until March 
or April 


Good business is being reported by 
the salesmen now on the road with 
Spring lines, according to manufacturers 
here. The travelers are expected to 
finish their trips quickly, according to 
the rate with which orders are being 
booked now. Many manufacturers say 
they are unable to take any more Spring 
business now and that their production 
is sold up until March or April. 


MANUFACTURING CONDITIONS 


Conservative Element Advise 


Against Overloading 


While labor conditions in the Brook- 
lyn and Newark factories have not im- 
proved, the manufacturers say the situ- 
ation in raw leather is easier and that 
this is facilitating production. Several 


of the larger operators are inclined to 
think that leather has about reached its 
peak price and while it may make a few 
cents during the next two months, the 
first of the year will see prices stationary 
and possibly on a slow decline. With 
this in mind, some of the more con- 
servative manufacturers are advising 
their customers not to overload on 
Spring shoes. 


EVENING SLIPPERS 


Sales Increasing Also on Rhinestone 
Buckles 


Within the last week or two sales of 
evening slippers have increased enor- 
mously. The retail merchants are look- 
ing for an exceptional business in this 
class of goods. Rhinestone buckies for 
evening slippers also are selling well and 
many of the stores are devoting more 
display space to these and carrying 
larger stocks than ever before. Among 
the stores that have put in special cases 
for the display of evening slippers and 
buckles are Cammeyer’s. 


A NEW CATALOG 


K. M. Stone Importing Company 
Issues an Attractive Bookiet 


K. M. Stone Importing Comany, 
New York, has issued a new catalog 


- emphasizing its Sicony trade-mark for 


high-grade footwear. 

The catalog is attractively and 
fully illustrated. It consists of thirty- 
six pages with an attractive cover, the 
design being worked out in pastel 
shades. There is an index of style num-. 
bers and wholesale prices in the back, 
with an order blank form. Quite re- 
cently in addition to the boudoir and 
indoor footwear in which the oriental 
note was strongly emphasized, the con- 
cern has branched out into the making 
of strictly high-grade women’s bench- 
made footwear of a general type, a line 
which has rapidly grown to be a very 
important factor of the firm’s business. 








We. To Buy 
Womens uae 


u6 eunleneen New Yorn. » 





The Line of 100 Styles : 


of Comfort Shoes 


Juliets — Oxfords — Bals 
— Polish— Button— Theo 


a, McKa 8,and Warm 

Lined en’s Slippers 

TIMSON BROS., Inc. 
Boston, Mass. 











y Aimericas foremost 
@X\\ \ FELT SLIPPER 








Tober-Saifer Shoe Co. 


NOVELTY BOOTS 
AND OXFORDS 
IN STOCK. Ready to Ship 
Write for Catalog 
1312 Washington Avenue, St. Louis, Mo. 








IN-STOCK 


Deliveries At Once 
Goodyear Welts, 9-inch Lace 
Boots. High and Low Heels. 
Black Kid . . . $6.35 
Brown Kid. . . 6.65 
Selected Stock. 
Terms 2%-10-net 30 days. 
BARNETT SHOE CO. 
110-112 Summer St., Boston, Mass 








The House of Service 
Novelty Footwear 
IN STOCK 
In Narrow Widths 


VINSONHALER SHOE CO. 
1211 Washington Ave., St. Louis 








COLLINS & STAPLES 
_ Makers of HAND TURNED 
PUMPS 








ee Mik | 
HARTMAN SHOE COMPANY 


HAVERHILL, MASS 
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Lynn 


BLACK AND WHITE 


A Discussion on Lynn _ Shoe 


Styles 

Black shoes for Fall and Winter and 
white shoes for Spring and Summer 
Lynn manufacturers are making. From 
60 to 80 per cent of the shoes for Fall are 
black, either of patent leather or kid. 
Deliveries of white shoes will begin in 
January. That is early. It is a fore- 
runner of a tremendous sale of white 
goods in 1920. 

Pumps and oxfords are getting the 
most attention for the coming Winter, as 
well as for next Spring and Summer. 
Ankle ties come next. Evidently, pumps 
and spats will be worn the coming Win- 
ter, as a matter of economy, as well as 
style. 

Lynn manufacturers stick closely to 
styles as they are. “‘We prefer to make 
the shoes that don’t come back,” so 
one sales manager summed it up. A few 
gypsy patterns are in the lines. But 
there is no great enthusiasm over them. 


NO SQUARE TOES 


All Shoe Factories Running to 
Capacity 


No square toe lasts for Lynn manufac- 
turers for the present. They are making 
them for the foreign trade. Some are 
two inches across their square toes. 
They have long vamps, too. But none 
of these are for the domestic trade. 

A cable order from Europe confirms 
an advance of 10 per cent in the price of 
a lot of shoes. That shows that prices 
are going higher, because of world-wide 
economic conditions. 

All the shops of Lynn continue to run 
to capacity. 


SOUNDS CONVINCING 


White Shoes Made at Rate of 3,000 
Pairs Daily 


“Bookings of orders for white shoes 
for 1920 are tremendous,”’ says George 
Anderson, sales manager of the Donn D. 
Sargent Company. 

Contractors are finishing the new 
factory for Donn D. Sargent Company 
two weeks ahead of time. The shop will 
start October 15, making white welt 
shoes at the rate of 3,000 pairs a day. 


HAND BOARDED CALF 


Used in Brogue Shoes for College 
Men 


Some handsome leather, made in 
Peabody tanneries, is heavy calf with a 
genuine hand-boarded grain. It is ex- 


pensive stock. Most of it is sent abroad, 
especially to England. Lately, some of 
it has come into use in this country for 
the making of brogue style shoes for 
college men. 


A $500,000 PROPOSITION 


Factories to Be Built in North 
Shore District 


Construction engineers are working on 
plans for a group of factories to be built 
in the North Shore district, at a cost of 
$500,000. They will be leased to shoe 
and leather firms. 


ROWLEY SHOP RESUMES 


Boy Scout and Men’s Stitchdown 
Shoes Made 


The Foster factory at Rowley, one 
of the oldest shoe shops in Essex County, 
is running again. Norman K. Foster, 
who has returned from the Navy, is 
managing it. Heavy boots for miners, 
lumbermen and fishermen were made in 
this shop for many a year. Now it is 
making boy scout and men’s work shoes 
by the stitchdown process. 


A LYNN STYLE SHOW 


A Prediction on Sure Selling 


Styles 


Edric Taylor of McNichol & Taylor, 
Inc., Lynn, last makers, will put on a 
Lynn style show for the opening of 
Burrows & Sanborn’s remodeled store. 


’ He put on the Lynn Footwear Fashion 


Show at several trade conventions. 

W. J. Bridgeo of Allen, Foster & 
Bridgeo, predicts that the shoe trade 
will stick to sure selling styles in 1920. 


WHITE CHROME SPLITS 


Peabody Tanner Using This Leather 
for Gymnasium Shoes 


Peabody tanners are making samples 
of white ckrome split leather for gym- 
nasium shoes. It seems that the Gov- 
ernment proposed to buy 300,000 pairs 


of gymnasium shoes of kid leather. It 


found that kid leather is scarce, and it 
sought a substitute for it. So the Pea- 
body tanners make samples of white 
chrome split leather, a stock that is 
comparatively plentiful and that is also 
economical. 


SAFETY FIRST COUNCIL 


Attendants at the Eighth Annual 
Conference 


Henry K. Batchelder, chief of the 
office staff of the A. C. Lawrence Leather 
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Company, and J. E. Ballentine, master 
mechanic for the company, are attend- 
ing the eighth annual conference of the 
National Safety Council, in Cleveland, 


October 1-4. The A. C. Lawrence 
Company carries on a systematic cam- 
paign for the prevention of accidents in 
its factories. 


Cleveland 


SPRING STYLES 


What and When to Buy Them 
Discussed 


“Spring Styles—What and When to 
Buy Them.” 

That subject brought out 200 shoe 
men from Cleveland and Northern 
Ohio for the first meeting of the Shoe 
and Leather Club of Northern Ohio. 

The number that attended the gather- 
ing and the representatives of shoe 
stores in Northern Ohio cities outside of 
Cleveland far exceeded the expectations 
of C. E. Petot and H. L. Bowers, presi- 
dent and secretary, respectively, of the 
new club. 

Men in the gathering, numbering 
some of the most successful retail mer- 
chants in Ohio, arose and told their 
ideas, asked questions relating to their 
own problems, argued all sides of the 
market and styles for Spring, and at the 
conclusion they voted unanimously that 
the session had been of great benefit to 
those attending. Each man also left 
the hotel convinced that the club would 
grow numerically and in strength and 
influence. 

It was the first glimpse of the hand- 
somely furnished clubrooms that many 


at the meeting obtained. They were . 


surprised at the completeness of the 
accommodations, the conveniences at 
hand, and vowed to make use of them 
frequently. 


AMONG THOSE PRESENT 


Deliveries of Spring Goods a Per- 
plexing Problem 

Among the merchants present from 
out of this city were: Henry Oehn, 
Bellevue; Frank and Charles Reed, 
Elyria; George Hill, Elyria; J. A. Lehr, 
Elyria; E. H. Chapman, Chardon, 
Matthias Kohl, Alliance; H. E. Allen, 
Lorain; Louis Abrams, Medina, and 
H. A. Greenfield, Painesville. 

Mr. Petot presided at the meeting 
and with him at the table was Mr. 
Bowers. 

One of the most important points 
brought out in the long meeting, which 
started at eight and continued until 
nearly eleven p. m., was that “Spring 
Deliveries of Goods Would Afford a 
Most Perplexing Problem to _ the 
Average Merchant.” 

The first warning along this line was 


sounded by Mr. Petot, who said that in 
his opinion the man relying on prompt 
deliveries of goods ordered for February 
and March would be sadly disappointed. 


EARLY BUYING 
Strongly Advocated by C. E. Petot 


“The question of obtaining deliveries 
of shoes next Spring will be more serious 
than ever before,” said Mr. Petot. 
“The thing to do is to inform the manu- 


facturer to deliver immediately. It will 


be long enough under such a stipulation 
before the shoes will be laid down at 
your back door. No one can tell how 
transportation facilities will be next 
Spring, but there are indications that 
conditions will not be so favorable as 
they have been this year. Then the 
factories can not get normal production. 
I suppose that everybody here has 
bought most of his Spring goods. Don’t 
wait until March for them. The big 
theme is to get them in your stores 


now. 


WHAT WILL SELL 


Novelties Are Mentioned, Also Baby 
Louis Heels 


On the question of when to buy for 
Spring, the speakers asserted that was a 
little late, as most of the buying had 
been done long ago, and unusually 
heavy. Many of the speakers said they. 
had purchased 90 per cent of their 


Spring stock. On the question of what 


to buy, there were many opinions ex- 
pressed, most speakers taking the posi- 
tion that novelties are the shoes to buy 
heavily on. Some of the speakers took 
the position that baby Louis heels will 
come in strongly next Spring, while 
others argued they would not. 

E. A. Clarke of the Stone Shoe, the 
first speaker of the evening, said that he 
had bought every color imaginable. 
He explained that the American dyers 
had been unusually busy, and that the 
clothes next Spring will take on a large 
variety of colors. 

“This means that any shoe that is a 
povelty will sell,” said Mr. Clarke. 
“One doesn’t need to buy on conserva- 
tive lines this year, in my opinion. I 
can safely say buy novelties for Spring 
in blacks and bucks. 

“T have not bought many boots for 
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BOUDOIR SLIPPERS ;%, 


Black, $1.60 
Reds and Tans, $1.75 


280 River St. 


verh Mass. 
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PHILLIPS-CRAM CORP. 


Successors to 
NASON & PHILLIPS 
Makers of 


Women’s Turn Slippers 
276 River Street 7 Haverhill, Mass. 
Boston Office, 207 Essex Street 








The Westcott- 
Whitmore 
an 
a 


SPECIALISTS IN 
Women’s Footwear 
— Turns and 
McKa: ys 


IN STOCK 








BULLETIN NO. 4 


See our styles of women’s 
welts first. New and novel 
models shown. Our com- 
bination styles are pertic- 
ularly attractive. Imm 
ate deliveries. Prices will 
please. 


L. SCHAPIRO SHOE Co. 
73 South St., Boston, Mass. 














‘SOFT SOLES 
A Wondesful Line for the 
Wholesaler 


jiece and 2 
NU BABY SHOE Co. pes lou, 








Tredlite Steppers 
for Boys and Girls 
GUARANTEED 
FOR 75 DAYS 
Write for Particulars 


HenryKleine & Co. 
Chicago 








SOFT SOLES 














Wer Lay 








—~4 Gentlemen’s 
ettdeton Shoes 
“— A. E. Nettleton Co. 


SYRACUSE, N. Y. 














STOCK DELS <> 


IS AT YOUR SERVICE 
THe STETSON SHOE Co,iN0 


SoutH WevMOuTH,MASS. 








STYLE and SERVICE 
i euee forr MEN 
ncom E-S. TORREY ac 


616-617 7 ‘Hien st. BOSTON, MASS. BUILDING 














Ber erey > e.tason 


THE 


JOHN RPHY 


ZY SHOE 


NEw YORK Ornces 
agouan 


Orrice ano Factory 
nawann.n BunLOINe 
30-08 w.aere Bt 











T HOMPSON BROS. I 
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Stacy Adams Ce. 


Manufacturers of 
MEN’S FINE 
SHOES 
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Spring, for I feel low shoes will sell 
heavier than ever before. Prices will 


‘cut a larger figure in favor of the low 
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shoes than ordinarily. ¥ Colored kid 
oxfords and buckskin and tongue pump 
effects are going to be strong sellers.” 


Columbus 


A BIG BUSINESS 


Caused by the Recent Grand Army 
Encampment 


While Columbus business men have 
not had an opportunity of footing up all 
the business which resulted from the 
encampment of the Grand Army of the 
Republic recently, it is known that 
several hundred thousand dollars were 
left here. Some business men estimate 
that nearly $1,000,000 was left by the 
visitors. It was the concensus of 
opinion among merchants that the sales 
to the visitors were much greater than 
had been anticipated. 

Shoe factories and all other manufac- 
turing plants in this city are running 
full time and payrolls are unusually 
heavy. 

Local shoe merchants state that the 
buying public will have nothing but the 
best in footwear; and that it is almost 
impossible to sell the cheaper grade of 
shoes, especially to women. 


STORE EXTENSION 


Morehouse-Martens Company to 
Increase Space 


With announcement made this past 
week that the Morehouse-Martens 
Company has purchased the stock, 
fixtures, good will and entire business 
assets of the Andrew Dobbie store, 
which is located in next bvilding to 
the Morehouse-Martens Company, 


‘came also the announcement that the 


Morehouse-Martens Company will 
build the largest department store in 
Columbus. Work on the new building 
will begin next Spring and will be rushed 
to completion. This, will give this well- 
known store ample space to greatly 
enlarge their shoe department, which 
for the past several years has occupied 
very cramped quarters. Mr. Wene, 
manager of the shoe department, has 
built up the shoe business of this store 


to such an extent that it has been im- 
possible to take care of its patrons in 
present quarters. 


A VALUABLE ASSOCIATION 


Merchants Protected by Detective 
Department 


The detective department of the 
Retail Merchants’ Association -has fur- 
nished considerable protection to mem- 
bers of the association during the past 
month. Three persons who gave checks 
not backed by sufficient funds were 
apprehended and forced to make good 
the amounts. Tev dishonest employes 
of members were brought to account and 
$700 recovered. Sixteen shoplifters 
were prosecuted and merchandise worth 
$1,650 recovered. This association is of 
inestimable value to the merchants of 
Columbus. About all the shoe mer- 
chants of this city are members of same. 


ADDED SPACE 


Dunlap Shoe Company to Build 


Balcony 


The Dunlap Shoe Company store is 
undergoing extensive alterations, which 
will greatly improve the appearance and 
add much space to this store. Owing 
to the increased business it was found 
necessary to buiid a mezzanine balcony 
around the entire first floor, in order to 
care for the immense stock that this 
company Carries. 


Order from Factories 


Salesmen for local shoe factories are 
sending in so many orders for Spring 
footwear that it is predicted that the 
output will be oversold long before the 
salesmen. can cover their entire terri- 
tory. A great many of the merchants in 
all parts of the country are not awaiting 
the call of the salesmen, but are sending 
in their orders direct to the factory, for 
their Spring footwear. 


Buffalo, N.Y. 


PERMANENT INDUSTRIAL 
EXPOSITION 


In the Manufacturers’ and Jobbers’ 
Sales Building 


Shoe manufacturers and jobbers now 
have an opportunity in Buffalo to 


properly display their goods with other 
kinds of merchandise for the benefit of 
the local trade. The big Hamlin Build- 
ing in Main Street, for many years 
used as a department store, has been 
remodeled into a modern commercial 
establishment and will become a “‘manu- 
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facturers’ and jobbers’ sales building.” 
The enterprise follows the lines of the 
Bush Sales Building in New York and 
the Manufacturers’ Sales Building in St. 
Louis. Buffalo capital is back of the 
enterprise. All kinds of manufactured 
products will be displayed. The ex- 
hibits will be a permanent industrial 
exposition, according to those in charge. 


MORNING SONGFEST 


At Shoe Section of J. N. Adam & 
Co. 


Employes of the shoe section of J. N. 
Adam & Co.’s department store join in 
a songfest at that establishment every 
morning. 

“Our salesforces put themselves in 
fine shape for their day’s work by taking 
part in these songfests,”’ said a represen- 
tative of that firm. ‘The singing chases 
away their morning blues—if they have 
any—and puts smiles on their faces. 
They are filled with “pep” of the real 
kind, they work with energy and con- 
tentment and in a harmonious atmos- 
phere during the rest of the day.” 


GOOD FOOTWEAR ECONOMY 


Service and Satisfaction Are the 
Slogans 


“Good Footwear Is an Economy” 
and ‘Service and Satisfaction’’ are 
slogans being played up by several of 
Buffalo’s shoe stores. These points are 
emphasized: that just now cheap shoes 


mean inferior materials and inefficient 


labor; that the purpose of superior foot- 
wear is not “‘to catch the eye by a low 
price tag;”’ and that the shoe standards 
of the firms carrying on these quality 
campaigns are not being lowered by the 
increased cost of leather, etc. 





RETAIL SALES STIMULATED 
Trade in Full Blast Under Advertis- 


ing.Pressure 


The past week has seen a most satis- 
factory increase in the volume of retail 
trade, and it is to be noted in connection 
with this that there has also been an 
increase in the volume of shoe advertis- 
ing appearing in the daily newspapers. 

The season now may be regarded as in 
full blast, and consumers who seemed to 
be in a stand-offish humor at the open- 
ings now are trooping into the stores for 
their Winter footwear. 


The advertising of the shoe men has . 


come at just the right time to produce a 
real stimulation of trade. As it hap- 


Philadelphia 
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SPECIAL OFFERINGS 


Commemorating Birthday of 
William Hengerer Company 

The William Hengerer Company is 
celebrating its eighty-third anniversary 
with special offerings throughout the 
store. The women’s shoe department 
is commemorating eighty-three years of 
merchandising achievement with note- 
worthy values in Hengerer merchandise. 
These are among the items featured: 
Women’s brown kid shoes, with beaver 
tops, turned or welted soles, and Louis 
XVI heels, $11.85; women’s allover 
brown calf, military heels, $7.95; and 
children’s tan calf shoes, button or lace, 
$5.95. 

BUFFALO NOTES 

A Group of Interesting Shoe News 


All the downtown department stores 
which have shoe sections, close at 5.30 
on Saturday afternoons these days. In 
regard to the stores which handle shoes 
exclusively, it is reported that this ‘is 
about the closing rule for Saturdays: 
Eastwood’s, Hanan’s and Barton’s, 6 
o'clock; Watter’s, 9 o'clock; other 
downtown shoe stores, 10 o’clock in the 
evening. 

Men patrons of the Sterling Shoe 
Company’s store at 360 Main Street are 
buying mostly tan shoes. 

‘In women’s shoes tan as well as 
combinations—colored tops—are in de- 
mand,” said L. H. Rogers, manager of 
this store. 

“‘Low shoes for women, who are call- 
ing for heavy heather hosiery, are also 
popular this Fall. Our men’s trade is 
extra heavy on Saturdays.” 

The Hanan shoe store was tempora- 
rily closed recently. This explanatory 
card appeared on the door: “‘Closed on 
account of the death of Alfred Hanan.” 


pened about the period the stores put 
their first displays of the Fall styles be- 
fore the public, it was not only a little 
early to expect much in the way of 
sales (the vacation season lasted a good 
bit longer this year than last), but the 
weather also was not conducive to 
heavy buying on the part of the public. 
There was some of the Fall snap in it, 
but only occasionally, for a day or two 
at a time, and alternating with brief 
snappy spells there were comparatively 
long spells of many days at a time in 
which the weather was even more sultry 
than during most of the Summer. 

More recently, however, the public 
has had no occasion to check up the 
official date to find out whether Fall has 
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Everybody in the SHOE TI tADI 
knows us eriginators of labels 
for Shoe Cartons : 
ples which speak for tt 








ATLANTIC PRINTING CO. 
Shoe Printers 


Tear out this ad and mail for details of 
our Special Printing Service for 
the Boot and Shoe Trade 


201 South Street, Boston, Mass. 
Telephone Beach 4960—4961 
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COLOR PRINTING DESIGNING 
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Telephone Main 3408 


HOOPER PRINTING COMPANY 
74 INDIA STREET, BOSTON 








ers re To Buy Buy 
Shoe Polishes 2 


The Proper Dress- 
ing for Every Shoe 


Griffin Mfg. Co., Inc. 


67-69 Murray St. 
New York 











No matter what policy you may 
pursue in selling to the shoe trade; 
nevertheless, you need the 


Boot and Shoe Recorder 
All the Time 











SYSTEMS IN SHOE 
STORES 


uipment, accessories, specialties; 

what to use and where to get it, 
be a part of “Recorder” service to 
merchants. 








arrived or not. It is making itself felt, 


and as it is—why the public is buying. 


LESS HARD FEELING 


Ban on High Prices in Ads Proves 
Tactful 


Another factor, and quite a vital one, 
is that there has been a concerted move- 
ment among the Philadelphia shoe 
merchants not to feature the highest 
priced grades in either their advertising 
or their window displays. This policy 
was mentioned in this column once 
before, when it first became apparent. 
It deserves mention again, for it has 
proved its value. 

Virtually all the hard feeling in con- 
nection with the rise in shoe prices, the 
Philadelphia merchants feel, has been 
due to misunderstanding, rumor and 
wild accusations. Taken individually, 
in the store, where there is a chance to 
explain, the average customer is amply 
reasonable and amply intelligent to 
understand the shoe men’s explana- 
tion. 

Hence, so far this season, although 
the stores have to carry a very large 
percentage of the higher-priced shoes 
simply because an equal percentage of 
the public absolutely demands them, the 
stores have, nevertheless, been very 
careful in their advertising and their 
displays not to emphasize high prices. 
Such lines may be displayed in the win- 
dows, but they are generally displayed 
without price tags which are put on the 
lower-priced lines. 

Now, following the agitation of a 
month or so ago, under the influence of 
clearance sale quotations and the con- 
sistent following of this policy, the pub- 
lic has had time to cool off, and the pub- 
lic memory of the accusations made 
against the trade falls rather flat. All of 
which has set the stage rather nicely 
for good results from this latest adver- 
tising spur to sales. 
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THE QUOTED 
Illustrations Are Given Herewith 


In this connection the advertised 
prices of several of the stores become of 
more than usual interest. 

Gimbel’s last week featured an offer 
of 1,000 pairs of men’s shoes, Fall 
styles, at $7 and $7.50. They also ad- 
vertised others at $5.90, and a stock of 
boys’ shoes at $4.45. 

Kinneys, who are cashing in heavily 
these days on low-price appeal, quoted 
5,000 pairs at a range of $5.98, $4.98, 
$3.98, $2.98 and $2.48. This was fora 
Saturday sale, for which they also ad- 
vertised 2,250 pairs of heavy roll rubber 
boots at $2.98, with a limitation of 
not more than three pairs to any one 
customer. Needless to say, the boots 
went fast, as did women’s shoes at 
$5.98 and girls’ sizes at $4.48. Kinneys 
are great believers in the moral effect 
of the 2-cents-off price. 


CHILDREN’S SALES INCREASE 


School Season Now Well Under 
Way, to Stores’ Benefit 

There has been an _ exceptionally 
heavy sale in the past week in children’s 
shoes. Virtually all of the schools now 
are well under way, and with the cooler 
weather that has prevailed, parents have 
been very busy getting the youngsters 
outfitted in keeping. Reports from 
stores in every section of the city show 
that a very satisfactory volume of busi- 
ness is being done in the children’s 


-departments. 


NEW McKAY FACTORY 


Now Making Misses’ and Children’s 
Footwear 

The Hagerstown Shoe & Legging Co., 
Hagerstown, Md., are now offering to 
the trade the first product of their new 
McKay factory. Dependable mer- 
chandise—good soles and good upper 
stock—is the policy of the company. 


Rochester 


HIGH PRICES EXPLAINED 


By Chairman of Fair Price Com- 


mittee 


The comparatively high cost of shoes 
is caused by the increased cost of pro- 
duction resulting from the heavy for- 
eign demand for and a decreased supply 
of leather, together with the higher 
wages and fewer hours for work de- 
manded and granted to shoe and leather 
workers, according to a report recently 
made public by Michael Friedsam, 
chairman of the Fair Price. Comimittee 


on clothing and shoes, to Arthur Wil- 
liams, head of the Federal Food Ad- 
ministration for the New York district. 
A copy of this report was received by 
the Rochester Retail Shoe Dealers’ 
Association and given prominent space 
in the Rochester newspapers. 

William Pidgeon, Jr., president of the 
association, added that Rochester shoe 
merchants have not advanced their 
merchandise to the replacement figure, 
but instead are giving the public the 
price benefit of purchases made several 
months ago. As a result shoes are being 
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sold to the public in Rochester, as may 
be the case in other cities, at prices that 
are lower than manufacturers’ wholesale 
prices today. 


Small Profit Margin 


Recently the Walk-Over shoe stores 
of Rochester in one of their advertise- 
ments called the attention of the Roch- 
ester public to the fact that their 
stores were working under a small 
margin of profit and it was not the policy 
of the Walk-Over stores to take ad- 
vantage of their customers because of a 
rising market. 


UNITED SHOE WORKERS 


Rochester Joint Council Will Pur- 
chase Church as Home 


Members of the United Shoe Workers 
of America have organized the Roches- 
ter Shoe Workers’ Realty Corporation 
for the purpose of purchasing and main- 
taining a building to be used as a home 
and headquarters of their local organiza- 
tion. The workers will hold a Hallow- 
e’en party at the Armory on October 3. 


REJECTS SALE PROTESTED 


Rochester Manufacturers to Take 
Immediate Action 


Some time ago the Rochester Retail 
Shoe Dealers’ Association, at one of 
its meetings, protested to the local 
manufacturers that shoe workers were 


BOOT AND SHOE RECORDER 


making quite a bit of “‘side money” and 
at the same time “killing” the retail 
shoe business by being permitted to 
purchase the factory rejects and selling 
them to their friends at ridiculously low 
prices.- In some instances these shoe 
workers had fitted up the front room of 
their homes as a “shoe shop” and had 
established quite a traffic in the sale of 
damaged footwear. The manufacturers 
agreed to relieve the situation by stop- 
ping the sale of all such footwear except 
to legitimate jobbers or retailers. At 
one of the local factories the matter 
came up for discussion and immediate 
action will be taken so that no inroads 
will again be made on the retailers’ 
business. : 


NEW IDEAS IN WINDOWS 


Walk-Over Stores Again Showing 
Latest in Footwear Settings 

Again the fertile brain of Charles H. 
Helmbacher, manager of the Walk- 
Over shoe store in Rochester, has de- 
veloped a new idea for a window trim, 
and again that idea has been faithfully 
portrayed by ‘“‘Billie’’ Klee of the Klee 
Fixture Display Company of this city. 
The new trim consists of a number of 
separate back-sets with panels that can 
be changed as often as desired and to 
set off the shoes displayed to the best 
possible advantage. Originating win- 
dow settings, as well as setting the pace 
for the sale of shoes, are Mr. Helm- 
bacher’s favorite pastimes. 


Cincinnati 


Women’s Novelty Footwear Not So 
Popular 


The great bulk of footwear sold in 
women’s lines this Fall, from all indica- 
tions, will be of the plain tailored pat- 
terns, thus relegating the novelty foot- 
wear to a back seat for a while. This, 
however, is considered by those who are 
critics to be the natural situation and is 
to be expected on the grounds that the 
past Spring season saw such an enor- 
mous run on novelties, including two- 
tones, fancy stitchings, satins and many 
others. It is simply a case of the pen- 
dulum swinging to the other side. 

Even at this time women are still 
buying low shoes, in plain patent 
leathers especially. Buckles, too, are 
still moving. 


IN MEN’S LINES 
Tans Are Moving Strongly 


In men’s lines tans are still holding 
the greater portion of the demand. The 


black shoes are moving very slowly 
compared to the tans and browns. 
Some of the local stores report many 
of their lines of tans already cleaned up 
in many of the more popular sizes. 


FROM PHILADELPHIA 


Stanley Duttenhofer Returns This 
Week 


Stanley Duttenhofer, advertising 
manager of the Val Duttenhofer Sons’ 
Company, spent last week in Philadel- 
phia on business. Mr. Duttenhofer 
returned to his desk this week. 


REPAIR PRICES INCREASE 


Recent Organization Causes Jumps 
in Rates 


The recent organization of the local 
shoe repairers has caused the local 
merchants to make new adjustment in 
the prices they charge for repairing. 
This has meant that repair prices have 
been increased virtually to the point 
where it is better to throw away the old 
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THE FEDERAL OVERGAITER CO. 
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ATTENTION, MR. SHOE MERCHANT 
Change your Faded or Off Colored Shoes to 
Latest Fashionable Cordovan Shades. We will 
RECOLOR them by our Patented Process at 
our Recoloring plant. Simply send us your 
stock. Best stores in country use our system. 
Colors permanent. NO PAINT. Write us for 
full information or send comple an for trial. 
It will Rey ou. ALBANY SHOE REPAIR- 
ING COMPANY, Recoloring Department, 
157 Kingston Street, Boston, . 
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102 W 34+ St., New York City N.Y. 





QUESTIONS . 
ANSWERED QUICKLY 


in *“*Where to Buy” columns—a 
growing directory forall the trade, 
presenting answers briefly to cur- 
rent problems in merchandising. 











INFORMATION tivccss 


“Where to Buy” constitutes a 
source of knowl so that he who 
runs through these pages may read 
—and learn. 
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Men’s Shoes 








THE “TCQQUGAS” sHOE 


BETTER THAN THE BEST 
Strenghten your line with the fast-selling 
men’s welts we can send you. In stock. 
Made to order. 


GEO. N. TOUGAS SHOE CO. 
1618 St., Bost 
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AShoe for Boys 
That Wears 


Marston & Tapley Ce. 
DANVERS, MASS. 








ELIAS BERLOW 
; Selling Agent 


110 Duane St., New York, N.Y. 








EDITORIALLY, THE 
Boot and Shoe Recorder 
is the most alert, aggressive and pro- 


ve journal in the world An 
fines for the shoe merchant. 
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pair of shoes rather than have them 
repsired. Shoe repairers are making 
‘salaries that would have been unthought 
of years ago. 


RETAIL BUSINESS GOOD 
Some Salesmen Selling on Allot- 
ment Basis 

With the retail business good in all 
of its phases, the local manufacturers 
report an exceptionally large volume of 
orders for next Spring and Summer. 
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One manufacturer states that he is 
being swamped with orders—orders 
large in size. The boys will not be on 
the road very long this season as virtu- 
ally every one of them is selling on the 
allotment basis and at the rate they 
now are going, it will not be long before 
they are sold up. Some of the local 
concerns expect to be sold up within 
the next two weeks. The market as a 
whole is doing business of unprecedented 
volume. 


Brockton 


WELCOME TO BRITISH GUESTS 


A Tour of Factory, Luncheon, and 
Good Fellowship 


Four members of the delegation of 
English shoe manufacturers from the 
Federated and Incorporated Associa- 
tion of Boot and Shoe Manufacturers 
of Great Britain and Ireland were enter- 
tained by Brockton shoe manufacturers 
on September 26. They were: Alfred 
Lovell, George Barnes, J. C. Cook and 
A. W. Hollister. They were accom- 
panied from Boston to Brockton by 
E. B. Terhune, general manager of the 
“Boot and Shoe Recorder.” The guests 
were met at the Montello station, 
Brockton, by a committee from the 
Brockton Shoe Manufacturers’ Associa- 
tion, headed by President J. S. Kent. 
They were first conducted to the plant 
of the W. L. Douglas Shoe Company, 
where they spent the forenoon, visiting 
the various departments of this great 
factory. The visitors were much im- 
pressed with the volume of production 
and especially with the speed with 
which the operatives turned out their 
work. 


LUNCHEON AT COMMERCIAL 
CLUB 


Speechmaking by the Visitors and 
Their Hosts 

Immediately after noon the guests 
were taken to the Commercial Club 
where luncheon was served. A repre- 
sentative party of shoe manufacturers 
from Brockton and the South Shore 
district were present to welcome the 
distinguished guests. President Kent, 
as toastmaster, introduced the after- 
dinner speaking by extending a hearty 
welcome to the men from across the 
seas, and emphasizing the cordial trade 
relationship which exists between Great 
Britain and the United States. Mayor 
Gleason of Brockton welcomed the 
visitors in behalf of the city. Alfred 
Lovell, head of the delegation, aroused 
much enthusiasm by his remarks. He 


said: “The delegation is here to increase 
the friendship born in the war period 
and to unite with the Brockton manu- 
facturers in solving trade problems to 
the mutual edvantageof both countries.” 
George E. Keith, head of George E. 
Keith Company, spoke on the import- 
ance of the Brockton Shoe Manufac- 
turers’ Association and its influence as 
regards making factory prices for the 
entire country. He told astory illustra- 
ting the establishment of the Walk-Over - 
stores in London, many years ago, say- 
ing that the odd price of 16 shillings six 
pence that was placed on the shoes at 
that time had afterwards become popu- 
lar in every line of merchandise. 
Messrs. A. W. Hollister and George 
Barnes of the British delegation spoke 
in appreciation of the Brockton spirit in 
the warm welcome which had been ex- 
tended and the courtesies shown. E. B. 
Terhune of the “Recorder,” who was 
the last speaker, was referred to by the 
toastmaster and the English manufac- 
turers as the man who had made pos- 
sible a trip for American shoe manufac- 
turers to England and the return yisit of 
the English shoe manufacturers to this 
country. Mr. Terhune spoke in ad- 
vocacy of the closer getting together of 
Great Britain and the United States 
as being mutually beneficial. 


Visit to the George E. Keith Com- 
pany Plant 

Those at the luncheon, in addition to 
the English guests, were: Mayor Wil- 
liam L. Gleason, President John S. 
Kent and Secretary Frank M. Bump 
and T. John Evans of Brockton Shoe 
Manufacturers’ Association; George E. 
Keith, Charles E. Moore and George H. 
Leach of George E. Keith Company; 
Harrison C. Beckman, Herbert L. 
Tinkham and Frank L. Erskine of W. L. 
Douglas Company; Charles O. Emer- 
son and Herbert T. Drake of Emerson 
Shoe Company of Reckland; E. T. 
Wright, Alfred W. Donovan and Alfred 
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F. Donovan of E. T. Wright Company, 
Inc., of Rockland; John G. Stockholim, 
Paris manager of Walk-Over stores; 
E. B. Terhune and George W. R. Hill of 
the “Boot and Shoe Recorder’; Harry 
I. Thayer, president of N. E. Shoe and 
Leather Association; Clarence P. Waide 
of Stacy, Adams .Company; Thomas 
Bradshaw and E. P. Richmond of 
Upham Bros. Company of Stoughton; 
W. M. Nute of Howard & Foster Co.; 
James J. Doherty of Doherty Bros., 
Avon; Charles M. Park and Merton E. 
Hayward of the Preston B. Keith Shoe 
Company; Stephen P. Alden and Jobn 
H. Farnum of Churchill & Alden Co.; 
James T. Lawless of the J. E. French 
Company of Rockland; John J. Hurley 
of the Hurley Shoe Company of Rock- 
land; Fred D. Rowe of the C. A. Eaton 
Company; Martin E. Reynolds of 
Reynolds, Drake & Gabell of North 
Easton; John H. Alden and Stephen 
Grant Stone of C. H. Alden Company 
of Abington; Samuel Stone of Liberty 
Shoe Company; Bruno E. Schwarz of 
E. E. Taylor Company: Bion F. Rey- 
nolds; James A. Brennan and William 
J. Brennan of Richards, Brennan Com- 
pany of Randolph; H. H. Morse and 
H. D. Reed of Regal Shoe Company of 
Whitman; Charles W. White of the 
A. E. Little Company. 

Following the luncheon the visitors 
were taker to the factory of the George 
E. Keith Company, where the Walk- 
Over Club and the big plant where 
Walk-Over shoes are produced were 
inspected. The sample room of the 
Keith factory where several hundred 
styles were shown with, as Mr. Keith 
said, “‘no two alike,” was one of the 
features of great interest to the guests. 
Before leaving for Boston on the late 
afternoon train the party was grouped 
on the steps of the Keith Company’s 
administration building and photo- 
graphed. 

ARRANGE FOR INCREASED OUT- 
° POT 
Plans Perfected for Additional Ca- 
pacity of Local Plant 


The M. A. Packard Company plant 
is undergoing -numerous mechanical 
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changes which, when completed, will 
enable the concern to increase its output 
of Packard shoes at least 30 per cent. 
Additional floor space has been pro- 
vided for the various manufacturing 
departments, while the general layout 
has been materially altered and much 
new equipment is being installed. These 
changes are being accomplished during 
the usual stock-taking period so that no 
working days are lost. 


VISITING ENGLISH SHOE MEN 


Representing Large Interests in 
Wholesale and Retail Lines 


Messrs. Skinner and Palmer of Lilley 
& Skinner, Ltd., London, England, 
were in Brockton last week, calling at 
local factories. The concern which 
these gentlemen represent is one of the 
largest in England, transacting a total 
yearly business of about $10,000,000, 
in the wholesaling and retailing of shoes. 
Lilley & Skinner operate about 500 
retail stores in the British Isles, 75 of 
these being in London. They are visit- 
ing the various shoe manufacturing 
centers of the United States, with a view 
to getting in touch with lines of men’s 
and women’s footwear, for the purpose 
of placing sample orders and arranging 
for business relations. Mr. Skinner is 
of the opinion that in the near future 
the house of which he is a member will 
be large buyers of American-made foot- 
wear, through the relations which they 
will establish with shoe manufacturing 
concerns in this country. These two 
English visitors will make a tour of the 
principal shoe centers during their stay 
in this country. 


GOOD GAIN IN SHIPMENTS 


Figures Regarding Shoes Sent Away 
from Brockton This Year 


For the nine months of 1919 ending 
with September, Brockton shoe ship- 
ments totaled 556,145 cases, as com- 
pared with 461,499 cases covering the 
same period for 1918. This is an in- 
crease of 94,646 cases for the nine 
months. Shipments. the past week were 
12,272 cases. 


Haverhill 


EXCLUSIVE PUMP PATTERNS 


Shown in a Spring Line of Women’s 
Footwear 

The popularity of women’s pumps in 

both turn and welt lines is illustrated in 

the samples which Emery & Marshal 

Company are showing for the Spring 


of 1920. TheseJinclude no less than 
seven exclusive pump patterns, all em- 
bodying practical as well as original 
ideas. Both the welt and the turn 
lines of this concern’s goods have been 
improved, not only as regards style, but 
in every detail of construction. A baby 
Louis leather heel, which has been 
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93 Federal St. Boston 











WOOD SOLE 
SHOES 


ROCKER BOTTOM 


14-inch beste. high lace 
boots and shoes. Write 
for catalog. 


REECE SHOE COMPANY 
Columbus, Nebraska 











Where to Buy 


Rubber Footwear 








MAKERS OF 


DISTINCTIVE , 
RUBBER 


FOOTWEAR er C 
CAMBRIDGE RUBBER CO. CAMBRIDGE MASS 
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WAIT FOR THEM! 


Our salesmen are now on their territories with the 
new line of Welts, Turns and McKays for Spring, 
1920. 


Many New Features will be found in the following lines 


EVANGELINE SHOES 


REG. U. S. PAT. OFF. 


FOR WOMEN 


IMPROVED CUSHION SHOE 


DR. A. REED—PAT. 1901-24 


This is not the original Dr. Reed Cushion Shoe 
previously patented, but his latest invention. 


CRUMBS OF COMFORT 


REG. U. S. PAT OFF. 


THE FAMOUS LINE OF COMFORT SHOES 


DAVIS NEW PROCESS 
A FLEXIBLE, CUSHION-SOLE McKAY 








A. H. BERRY SHOE CO. 


PORTLAND, MAINE 


BOSTON OFFICE - 428-430 ALBANY BLDG. 
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developed by this concern in connection 
with the Spring line, enjoys the ad- 
vantage of having all the fine points of 
the wood heel with the less cost of the 
leather heel. A modified French type 
of last is shown among the Spring 
samples, with the short vamp and full 
round toe. It is believed that this shape, 
in a modified form, will in the near 
future be a good trade proposition. 
The popularity of black and white 
combinations is emphasized in the 
Emery and Marshall Company’s Spring 
iine by numerous samples. 


TO ESTABLISH NEW FACTORY 


Local Concern Will Have New Plant 
in Neighboring Town 


The Wingate Shoe Company, manu- 
facturers of women’s footwear with 
factory in this city, will soon open a new 
plant in a near-by New Hampshire town 
where white canvas shoes will be pro- 
duced exclusively, with a’ production at 
the beginning of about 1,000 pairs a 
day. Machinery has been ordered and 
will soon be in position. The Wingate 
Shoe Company opens the new plant 
for the purpose of increasing produc- 
tion to correspond with the demand for 
the turn and McKay footwear, with 
which it is identified. A separate cor- 
poration will be formed to operate the 
new plant. 


NEW SHOE CORPORATION 


Formed to Supplement Activities 
of Haverhill Concern 


The Granite State Shoe Company of 
Kingston, N. H., is the style of a con- 
cern recently incorporated under the 
Massachusetts laws to specialize in the 
production of women’s medium grade 
turn shoes. The members of the cor- 
poration are: President, F. S. Marshall; 
treasurer, S. H. Marshall; vice-presi- 
dent, Clarence E. Rogers. The factory is 
now in operation with an ultimate 
production of 1,000 pairs daily. It is 
controlled by the same interests as 
Emery & Marshall Company, shoe 
manufacturers of this city. 


TO INCREASE MANUFACTURING 
SPACE 


Outgrown Its Present Quarters, 
Will Have More Room 


Collins & Staples, makers of women’s 
fine turn shoes, are planning for an 
important increase. in their factory 
facilities. A 70-foot addition, which 
will be made to the floor which they 
now occupy in the building on Phoenix 
Row, as well as a 70-foot addition to the 
floor below, will both be occupied by 
this concern about January 1. When 
completed and occupied these additions 
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will give to Collins & Staples 8,400 
square feet of floor space as compared 
with 3,600 square feet which they 
occupy at the present time. This is 
one of the younger and steadily growing 
Haverhill houses. Both members are 
young men who have had extended 
experience in the production of women’s 
turn shoes, in which they are building 
up a substantial trade. 


ON AN EXTENDED TRIP 


Member of Local House Calling on 
Trade in Large Cities 
C. L. Marks, vice-president of Emery 
& Marshall Company, was in the factory 
the past week, getting out his Spring 
samples preparatory to calling on the 
trade in the large cities. Mr. Marks 
will visit New Orleans, Memphis and 
Dallas and other principal cities in the 
South and Southwest, then the Western 
cities, following which the Eastern 
cities will be visited. The trip will 
occupy about two months’ time. 
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MOVING INTO NEW BUILDING 


Leather Concern Now Occupying 
Recently Completed Plant 


Morse & Proctor Company, manu- 
facturers of counters, top lifts and soles, 
have moved into a brick factory on 
Winter Street. The plant on Granite 
Street, formerly occupied by this con- 
cern, will be utilized by the Slipper City 
Shoe Company, which removed thither 
from a factory on Fleet Street. 


SEVERAL NEW CONCERNS 


Are Now Producing Goods in the 
Shoe and Leather District 


Among the new concerns recently 
beginning business in this city are: 
Stewart Shoe Company, with a produc- 
tion of children’s turn shoes; F. & D. 
Shoe Company, manufacturing misses’ 
and children’s McKay shoes; George 
H. Croston Wood Heel Company, and 
the Wilbur Ridlon Wood Heel Com- 


pany. 


Boston 


REPAIR BUSINESS TREMENDOUS 


A Slight Falling Off in Retail Shoe 
Trade 


The retail shoe business has been 
rather quiet during the past week, not 
nearly so brisk as the previous week. 

This may be accounted for by warm 
weather and prices. High shoes have 
not sold with much freedom. However, 
the shoe repairing business is tremen- 
dous. 


ATTRACTIVE WINDOWS 
Medium Dark Shades of Tan Pre- 


vail 
A survey of the retail shoe store win- 
dows reveals very beautiful styles in 
black patent pumps with rhinestone and 
cut steel buckles; also in medium dark 
shades of tan for both men and women. 
Cordovans are selling heavily in men’s 


lines, also Russia calfskins in medium .- 


brown shades. 

Many oxfords and boots of black and 
brown satin are shown, but the retail 
shoe merchants have not stocked heavily 
on these as they feel that they are not 
staple. They have, however, stocked 
heavily on black satin slippers for 
evening wear and these are selling in 
large quantities. 

Spats are selling well in black satin 
moire and colored cloths. There is a 
heavy demand for silk and woolen 
stockings. In silk, loccked and_ lace 
effects are shown in great numbers. The 
retail shoe stores find considerable 


difficulty in getting a combination silk 
and wool stocking. This difficulty is 
occasioned by the shortage in the pro- 
duction of machinery. 


THAYER McNEIL ASSOCIATION 


First Official Meeting to Be Held 
October 14 

A call at the store of Thayer-McNeil 
Company brought forth the fact that 
the Thayer-McNeil Association is work- 
ing most successfully under the plan 
adopted. 

The first official meeting will be held 
October 14 at 6.30 p. m., when the regu- 
lar business will be transacted and a 
constitution and by-laws adopted. 
Their charter has just been adopted and 
signed by the president of the concern. 

The aims of this association are “‘to 
establish relations on a definite and dur- 
able basis of confidence and respect, 
so that by mutual understanding we 
may attain closer co-operation and 
efficiency -in our chosen vocation. To 
this end the employes and manage- 
ment of Thayer-McNeil Company shall 
have equal representation in the consid- 
eration of all questions of policy relating 
to working conditions, health, safety, 
hours of labor, wages or salaries to all 
members of mutual interest.” 


NO DISCRIMINATION 
As to Race, Creed or Union Affilia- 
tion 
C. W. Pollock of Thayer-McNeil 
Company mentioned particularly one 
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SPATS 


Everywhere the well-dressed women 
choose “Standard” Spats for their 
faultless fit, fine workmanship and 
finish. Long ago “Standard” Spats 
established a reputation that war- 
rants their name. 

The two leading “Standard” Styles 
—the “Trimline” Spat and the 
“Boot-Top” Spat—are modeled 
along graceful lines that cling to 
the ankle with “tailored-to-order” 
snugness and are recognized as the 
actual standard. 

Made in exclusive “Rautex” fabrics 
—cloth, linen, silk and satin. White 
and all the fashionable shades. 
Nationally advertised in magazines 
and newspapers. Enthusiastically 
advertised by thousands of wearers. 


S. RAUH & COMPANY 


310 SIXTH AVENUE NEW YORK 
The largest and foremost manu- 
facturers of Spats in the World. 
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section of the charter which says, “‘there 
shall be no discrimination against any 
employe on account of race, creed or 
union affiliation or otherwise.” 

Under this plan there is a store coun- 
cil which comprises one delegate from 
each department. This is an elective 
feature, the employes of the various 
departments choosing a delegate; the 
heads of the departments are also in- 
cluded in this council, making a total 
of 18 members plus the chairman, C. 
W. Pollack, who supervises it with a 
vote only in case of a tie. 

One of the unique features is that all 
questions brought to the attention of 
the council must be reduced to writing. 
In this way, there is no chance of any 
disturbing element entering into the 
matter, for when a subject is reduced to 
writing, cool headed logic prevails. 
Thus the whole Thayer-McNeil Asso- 
ciation is conducted on a legislative plan. 


PAYMENT ON COMMISSIONS 
Method in Force Since March 1, Last 


“‘We pay entirely on commissions,” 
said Mr. Pollack. ““This method of pay- 
ment has been in force since March 1. 

“It is working in the most satisfactory 
way, so much so that it has already come 
to the attention of other retail shoe 
stores who have decided to adopt such a 
plan. To our non-producing employes, 
those who are not salesmen, we pay a 
4 per cent bonus, payable monthly, 
with the stipulation that they are here 
ready for work at the opening of the 
store in the morning, 9 o’clock; and that 
they do not leave their station before 
the closing time, 5.30.” 


DOING POLICE DUTY 


Three Members of Thayer-McNeil 
Company 


Three of the members of the Thayer- 
McNeil Association are doing State 
Guard duty during the police strike. 
Henry Dahl, who has charge of the 
second floor at Thayer-McNeil Com- 
pany, and who was called out as a 
private in the State Guard, is now a 
sergeant in the medical department 
station at Hyde Park. Mr. Hollis, who 
is a salesman and who is chairman of 
the Educational Committee for the 
salesman’s association, is stationed at 
the Commonwealth Armory in the 
medical department. Harold Gardner, 
salesman in the children’s department, 
is also doing strike duty. 


A FACTORY ADDITION 


To Be Built by Cambridge Rubber 
Company 

An addition is planned to the factory 

of the Cambridge Rubber Company of 
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Cambridge, Mass.; which will increase 
its floor room by several thousand 
square feet. 

For years the company has produced 
rubber specialties, including a heel that 
has had good sale among shoe manu- 
facturers. This year saw its entrance 
into the shoe trade with a distinctive 
type of tennis shoe, the demand for 
which has made the factory addition 
necessary. The line is‘popularly known 
as the ““Camco”’ line and includes styles 
for men, women and children. 


SHOE MEN ON TRAFFIC DUTY 


Member of State Guard Handling 
Crowds on Boston Corners 


J. A. Munroe, vice-president of E. T. 
Wright & Co., Inc., Rockland, Mass., is 
a member of the First Motor Corps of 
the Massachusetts State Guard. In that 
capacity, Mr. Munroe is doing his bit 
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during the Boston police strike, as a 
traffic officer in congested down-town 
streets. During the past few days he 
has been assigned to the corner of 
Washington and Summer Streets, which 
is one of the most congested corners in 
the United States, both as regards 
vehicle and pedestrian traffic. There 
he is wig-wagging, semaphoring and 
whistling in directing the streams of 
vehicles and people continually passing 
to and fro. 


BOSTON LOSES 
Golf Prize Went to Beverly Office 


The Boston office of the United Shoe 
Machinery Company lost the golf tour- 
nament to the Beverly office at the 
U.S. M. Country Course last Saturday. 
The prize offered by E. P. Brown, presi- 
dent of the company, went to the 
Beverly players. . 


IOWA 


SHOES VS. HARNESS 


A. Gabrielson Has Remodeled His 
Store 

A. Gabrielson has remodeled his har- 
ness store at Humboldt and has added 
a complete line of men’s, women’s and 
children’s shoes. 

Mr. Gabrielson has found that the 
automobile has eliminated the light 
harness business and after buying out 
shoes in a small way has decided that 
the shoe game has harness beat a mile. 


EXTENSIVE ALTERATIONS 
At Sherman’s Sample Store, Mason 
City 
Sherman’s Sample Store at Mason 
City has made extensive alterations in 
its building, enlarging its basement 
exclusively for its greatly enlarged shoe 
department. The new manager and his 


assistants have recently been discharged , 


from the service and if ‘“‘pep’’ and hard 
work will produce results, this store will 
be the biggest thing in Mason City. 


NEW SHOE STORE 


To Be Opened by Mulmed Brothers, 
Fort Dodge 

Mulmed Brothers of Fort Dodge have 
leased the building formerly occupied 
by the Hub Clothing Store and will soon 
open with a complete line of men’s, 
women’s and children’s shoes. 

The Mulmed boys are well and favor- 
ably known in Fort Dodge, having 
clerked in the shoe department of the 
Boston Store and Model Clothing Com- 
pany. They are young men of sterling 
character and with ample financial 
backing will no doubt make a success. 





A COMPLETE LINE 


Harry Marks Moves to Better Loca- 
tion 

Harry Marks, veteran shoe man of 
Mason City, has leased the building on 
Federal Street formerly occupied by 
Stevens Shoe Company. This is one of 
the best locations in the city. Mr. 
Marks will open up with a complete 
line of ready-to-wear clothing and a 
greatly enlarged line of men’s and boys’ 
shoes. 

SHOE DEPARTMENT 
Opened in Boston Store on Broad- 
way . 

Harry Perlatt of Council Bluffs has 
opened up a shoe department in the 
Boston Store on Broadway. 

Mr. Perlatt has been associated with 
W. Stryker in the Douglas Shoe Store 
in Omaha and with his expert knowl- 
edge of fitting shoes, combined with his 
large acquaintance and pleasing per- 
sonality, will no doubt make a success 
of his new venture. 


SELLS ENTIRE STOCK 


S. N. Petersen Disposes of Stock to 
Louis Lurvie 

S. N. Petersen, veteran shoe man of 
Council Bluffs, has sold his entire stock, 
consisting of men’s, women’s and chil- 
dren’s shoes, to Louis Lurvie of Fort 
Dodge, Iowa. Mr. Petersen will spend 
the Winter in California with his family, 
taking a much-needed rest. 

Mr. Lurvie, the new owner, has not 
decided whether he will continue to run 
the store at the present location or move 
the stock to Fort Dodge, where he owns 
one of the large family shoe stores. 
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How many shoppers 
do you wait on and 
lose during the day? 


Here’s a proposition which will enable you to 
turn these lost shoppers into good customers 


After the customer is courteously received, you often hear her say, “Well, really, 
I’m not at all decided what sort of a shoe I want. I’d like to see what you have 


and then maybe I can decide.” 


How many times a day do your salesmen hear that or a similar remark? Many 
times, unless your trade is altogether different than that of most retail stores. ° 
And whenever a woman does shop in that mood she is a long, long way from being 
a customer. The salesman hardly knows where to start in. Unless you have taken 
some modern means of helping him, he’s apt to flounder around for an hour showing 
this and showing that before he is able to close the sale. Often even then the 
woman thanks him and goes out—to see what your competitor has. 


Now, you do want shoppers to come into your store as they are prospective buyers, 
yet you dislike to have real buyers sit by and wait. The following is a solution - 
which will enable you to make real customers out of these so classed shoppers; also 
enable the salesman to close the sale in a shorter length of time. Which will mean 
that the salesman can handle a greater number of customers in a day, and on busy 
days you will make larger profits by increasing your sales without an increased 


sales force and expense. 


How shoppers can be made into profitable 
customers 


Have a selection of styles, each with a definite appeal. Standardize your patterns 
and show them in the season’s popular leathers—you thereby make it easy for 
your customers to decide. 

For example, a customer wishes to purchase a walking shoe, but is undecided which 
she should have, say a Brown or a Black. Consequently, she asks to be shown both. 
If the patterns of the two shoes are different or the lasts are different, or the heels 
of different height, all this serves to confuse a customer and makes it harder for 


her to decide. 


Patterns that vary, hinder instead of speed up sales—they give the customer the 
feeling of uncertainty when about to make a decision. If you had shown the same 
style of shoe in both leathers, it would have been only a question which she wanted, 


Brown or Black. 
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The only sure way to avoid confusing a customer is to buy from one line in each 
grade of shoe and not scatter your purchases here and there. This one line should 
. be long enough in style and grade to enable you to concentrate your buying. With 
all the models before you at one time, you choose only the numbers you actually 
need and automatically eliminate duplicate styles. 
Take the RED CROSS Shoe for instance, it is long enough in style and grade to 
enable you to concentrate your buying. It is the highest grade of footwear and is 
recognized as such by millions of women all over the country. The women of 
your own trade territory today know the RED CROSS Shoe. It is the most widely 
advertised and best known shoe in the women’s field. 
Nothing helps a salesman as much in these days when price is stated as to be able 
to emphasize the fact that it is a “RED CROSS Shoe.” A standard of value. 
When you offer a woman a RED CROSS Shoe, she knows that it is right in 
_every detail, you have brought her a big part of the way to a decision to buy. It is 
the lack of a familiar name—value assurance—that makes lots of women decide to 


“look further” to “shop around.” 
~The comfort of the first try-on and step in a very smart RED CROSS Shoe has in 
itself turned many a shopper into a customer. 


It simmers right down to this fact, you can handle shoppers more profitably and 
serve your other customers more satisfactorily if you use this modern method in the 
buying end of your business. 

This is a method that hundreds of the most successful shoe retailers in the country 
are using today. Not only the shoppers’ problem but many others that were con- 
sidered selling problems have been solved by this modern method of buying. 


If you are interested to know how it might solve your problem—bring in more 
customers, cut down the cost of doing business, create a more firmly bound patron- 
age—write us. One of our salesmen will gladly supply you with the information 


you want. 
No obligation at all on your part. Write us today. 


The Krohn-Fechheimer Company 
735 Dandridge Street Cincinnati, Ohio 
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La France Agencies 





OU will be called on in due 

season by one-of-the “‘lucky- 
seven’ showing a most attractive 
line of low cuts. 


We advise a liberal appropriation 
be put into oxfords and pumps. 


Get your low cut stock in early, 
and go after oxford business nine- 
instead of four months. 


Prices are right, and in evidence 
of sincerity, we guarantee the 
price. 


“the warrant of value 
that makes you sure” 


Williams Clark & Co. 


Lynn, Mass. 


Nath’] Adams 
Martin J. Bolger 
Jas. C. Hall 
Frank B. Newhall 
Frank Reese 

W. A. Seavey 
Frank J. Slagle 
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COTTON = WALDORF 

EXCHANGE 

COURT HOUSE . { ¥ HLAND 
| CRIMINAL COURTS BUIL ; SOUTER ANE 

‘ BUILDING | HOTEL 


A very spirited meeting of the Texas 
Retail Merchants’ Association, in regard 
to the coming convention, was held 
recently at the Adolphus Hotel, Dallas. 
The following State and local officers 
were present: Herbert Marcus, Dallas; 
W. E. Buckley, Houston; Robert Lo- 
gan, Fort Worth; M. R. Bridges, 
Taylor; L. E. Langston, Ft. Worth; 
Harry Wheeler, Waco; O. A. Murphy, 
Denton; George A. Volk, Dallas; Bar- 
ney J. Coens, Dallas; Dave Frank, 
Dallas; I. K. Kahn, Dallas; Jake 
Kahn, Dallas, and W. H. Potts, Dallas. 

Those who fail to attend will not only 
miss an elaborate entertainment, but 
also authoritative speeches by speakers 
who are best informed on questions that 
confront the retail shoe merchant of 
today. These and their subjects will be 
announced later. 


A Comprehensive Program Will Be 
Rendered 


Barney J. Coens, chairman of the 
Entertainment Committee, who was 
chairman of the Entertainmeat Commit- 
tee of the National Convention held in 
Chicago, which program was said to 
surpass: any previous, has been inter- 
viewed, and refuses to comment any 
further ‘than to say that the liveliest, 
“‘red-hottest’’ entertainment will be 
offered that has ever been staged in the 
Southwest, “something doing all the 
time.’ ‘He also emphasizes the fact that 
amusement for the ladies has not been 
disregarded. They will have something 
to look forward to during their entire 
stay in Dallas, and are urged to turn out 
in large numbers. 

The Traveling Shoe Men’s Associa- 
tion has voted to meet on the same 
dates, which will stimulate the fun for 
the retail men. Every one is acquainted 
with their happy, jovial habits. 
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Sky Line of Dallas, Texas 


Texas 


Space for exhibits to be shown at the 
Adolphus Hotel has already been con- 
tracted for by some of the largest manu- 
facturers of the United States. 
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New Shoe Store 


Mr. J. R. Russell, formerly Southern 
representative of Dugan & Hudson 
Co., is now engaged in business for him- 
self, having a general men’s furnishing 
store in the newly oil-developed city of 
Ranger, Texas. 


Worcester Mass. 


IMPORTANT MEETING 


Local Shoe Merchants to Convene 
October 23 


The Worcester Shoe Retailers’ Associ- 
ation will hold its next meeting Thurs- 
day, October 23, at 6.30 p.m., at 
Warren Hotel, the association head- 
quarters. 

I. H. Morse and his committee will 
be in attendance and the 1920 conven- 
tion is in for some boosting. 

A special committee is at work and a 
large attendance is expected. Shoe men 
from all of the near-by towns will be 
urged to come to Worcester for the 
meeting. 


A STYLE SHOW 


With a Group of Other Interesting 
News 


A very attractive style show was 
staged at S. Marcus and Company last 
Thursday evening, where the models 
showing Fall gowns and cloaks wore 
shoes from Reindeau’s Boot Shop in the 
Park Building. 

Wm. Harrison, formerly of Spring- 
field, Mass., has accepted a position 
with the A. R. Kinney Company, 162 
Front Street. 

A new Government store is to be 
opened in Worcester in the near future. 
A large lot of overshoes, rubber boots 
and Army shoes will be disposed of, it 
is said, at very attractive prices. 

Charles Hart, manager of A. R. Kin- 


ney Company, has returned from a visit 
to his home in East Liverpool, Ohio. 

George Noonan, proprietor of the 
Children’s Shoe Store, 621 Main Street, 
will soon be steering his Oakland coupe 
over the road to Boston. George likes 
the Oakland and has a closed one this 
time. 

A. A. Anderson, buyer and manager 
of I. H. Morse Company’s shoe depart- 
ment (selling Queen Quality shoes for 
women), has resigned his position. 
Andy is a regular fellow and Worcester 
will lose a good shoe man. 

Some extensive alterations have been 
contracted for at the Peck Shoe Com- 
pany factory on Thomas Street, for- 
merly the Chas.-.Case Shoe Company, 
where the Royal Worcester Archprop 
shoe is made. 

W. P. Kingman,-owner of the Walk- 
Over Boot Shop, 4 Front Street, is 
seriously ill at his home. 

Mr. Kingman is a well-known shoe 
man of New England and former vice- 
president. of the association in Worces- 
ter. All join in wishing him a speedy 
recovery. 


Buys Home 


Samuel H. Goldblatt to Locate in 
Lynn 
Samuel H. Goldblatt, salesman for 
the Welch Shoe Company of Lynn, has 
bought the estate at 11 Ocean Street, 
Lynn, and will make it his home. 
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It's yours for 
the asking — 


We have made it possible for every shoe dealer to 
install one af these Goodyear Shoe Repairing Outfits 
on vety easy terms. 
The work the machine does is of so superior a quality, 
and done so much faster than is possible by hand, 
that the dealer or repairer who has the outfit will 
soon control all the business in his territory. 
Service giving is the secret of success in the shoe repairing 
line. Customers to-day want shoes remade — not just re- 
paired. And they want them in a hurry. 
With this Goodyear outfit you can do a stitching job equal 
to that on new shoes, and turn your repair jobs out in a 
tenth of the time of hand work. 
We install the machines, teach you their operation and give 
you the full benefit of Goodyear Service. Write us for com- 
plete plans and full desctiption of our numerous outfits, each 
for a particular size shop. 

United Shoe Repairing Machine Company 


4 ALBANY STREET, BOSTON, MASS. 
708 Broadway 93 Centre Street 619 Mission Street 16 No. 2nd Street 
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30 Euclid Arcade 37 Warren Street 145 Essex Street 236 No. High Sereet 306 Broad Screet 
Cleveland New York Haverhill Columbus, Ohio Lynn 
18 So. Market Street 276 Main Street 87 Main Street 130 Mill Street 11 Florence Street 
Chicago Johnson City, N.Y. Auburn, Me. Rochester Marlboro 
1423 Olive Street 301 American Casualty Bldg. 286 Third Street. 221 No. 13th Street 216 Chartres Screet 
Se. Louis Reading, Pa. Milwaukee » Philadelphia New Orleans 
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J. RALPH BAKER SHOE COMPANY, BRIDGEWATER, MASSACHUSETTS, 0.5, a 


THE BAKER SHOE oa Me 


STANDARDIZED 


100% LEATHER “THE OH! LOOK” 
Made in Dark Ma- 
hogany Leather, 
Tongues Full Fleece 
Lined. Is Ready. 


WIDTHS A-D SIZES 6-11 
In Stock sahanaaiiaiaiede 
the finest Sarees te 
extreme. 


Price $8.00 


Also No. 1050 


Gun Metal Vamp 
with Dull Mat Top. 

Is _ * Widths 
B-E izes 514-11. 


Price $7.50 























GOOD SHOES 


Our Quality will be maintained and we will continue to 
make shoes 100% leather, no substitutes being used. 


J. Ralph Baker Company 
Bridgewater, Mass. 
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Keds For 1920 


Style - Comfort - Value. 








Advance sales to date indicate that what we prepared 
for is happening. 


Dealers are anticipating the next season’s demand for 
fabric footwear and are buying and buying heavily— 


WHY ? 





Because—not only is the high cost of leather shoes 
forcing their customers to look for some relief, but— 


The style and completeness of the KEDS line has 
appealed to the retailers as merchants looking for 
salable and profitable footwear. 





Thousands of KEDS salesmen are on their way— 
one of them to your store. If he has not arrived— . 


WAIT FOR HIM! 


KEDS are stocked and sold by the 
Principal Wholesalers and Rubber 


Stores Everywhere. 


United States Rubber Company 
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BOOTS AND SHOES 
All Mills Working to Full Capacity 


Frosts in many sections and white- 
capped hills in several States are pre- 
ludes to the coming season when rubber 
footwear will be demanded in the retail 
stores. The demand is already noted 
in the wholesale houses and in the selling 
departments of the rubber footwear 
producers. It seems to be the general 
opinion’ that stocks in retail shoe stores 
—that is to say, stocks carried over from 
last season—are very small or entirely 
non-existent. Nor are there any floor 
goods at the factories, as every manu- 
facturer had practically all the orders 
he could produce, without making up 
standard lines ahead for the Fall and 
Winter demands of those procrastina- 
tors who always wait until snow flies, 
and then wire orders, demanding imme- 
diate delivery. 

The retail trade along the Atlantic 
Coast has been favored with a fairly 
good call for light rubbers during Sep- 
tember, because of the almost incessant 
rains and consequent wet and muddy 
walking, and this has caused some call 
on the jobbers, though only to a minor 
degree, as most retailers had good 
stocks preparatory for just such weather. 
Taken as a whole, the season opens 
satisfactorily. 


TENNIS LINES 


Good Orders Still Coming—Manu- 
facturers Working to Capacity 
The manufacturers report a continued 

good receipt of orders for tennis lines 

for early 1920 delivery. While, per- 
haps, the greater proportion of these are 
from jobbers, it is noticeable that large 
retailers are ordering with more freedom 
than last year, thereby insuring the 
receipt of their goods in advance of the 
consumer demand. As is the case with 
leather footwear, the call for tennis 
seems to be considerably more notice- 
able for the finer grades, and as the 
manufacturers are showing more snappy 
samples than ever before, at prices 
which make them successful competitors 
of Summer footwear turned out in the 
leather shoe factories, it is but natural 





The Rubb er Realm 
Market Review of Rubber 
Footwear, Supplies and Prices 


that such lines commend themselves to 
shoe merchants. The common, every- 
day standard lines of tennis are now 
made so attractive that they are called 
for in larger amounts than usual, but 
proportionally the finer lines have the 
larger call. 
CRUDE RUBBER 
Prices Firmer in Singapore and 
London, Higher Here 

The New York market is but mod- 
erately active, and there seems to be 
more speculative than consumer buying. 
The large manufacturers of tires and 
footwear are evidently well supplied 
and are buying but little in this market. 
The reports from the Far East are that 
planters and dealers are unwilling to 
sell at prices based at present rate of 
exchange and that unless there is a 
marked improvement in exchange values 
higher prices must be secured. The 
same is also true of the London market. 
Several New York houses which have 
taken forward orders for October 
delivery at 49 and 49 4c are now paying 
50% and 5lc to fill this week’s deliveries. 
The market is very strong for planta- 
tions. Some fairly large lots of Brazilian 
rubbers have arrived within the last 
fortnight. An upward change is noted 
in prices because of this. 

We quote spot prices: 
First latex pale crepe .51 
Smoked sheets............. . 50 
Brown crepe 44@. 45 
Upraver Ent fa........5-.  ~ 550 
IIS 6555 o.s0.s'c.5.00 39rd 48% 
Upriver coarse .33% 
RGROAEE CORTES. 6.5.6.5. 54.5% .22% 
Caucho ball upper 
Caucho ball lower 


Guayule (20 per cent mois- 
ture) .. 
Guayule washed ond dtied. . 


SCRAP RUBBER 
Slight Improvement in Consumer 
Demand 
While the general scrap rubber mar- 
ket maintains the quiet which has 
characterized it for several months, 
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there is a somewhat more active demand 
for scrap rubber boots and shoes, owing 
to the apparent scarcity in the market. 
Dealers are wary in offering a substan- 
tial advance, for they have an opinion 
that collectors are holding back fairly 
large lots, waiting for an increased call. 
The recent advance in crude rubber 
was not reflected on reclaim, and, natu- 
rally, not much higher prices could be 
offered by scrap rubber buyers. How- 
ever, there seems to be a temporary 
shortage of boots and shoes, which has 
forced the market up slightly in this, 
without affecting other kinds of scrap 
stock. The dealers argue that as soon 
as rubber-wearing weather comes, the 
stpply of scrap boots and shoes will 
materially increase, and, arguing thus, 
they are unwilling to pay prices today 
which may necessitate selling at a loss, 
or at least without profit, later. In this 
connection it is interesting to note that 
the importations of scrap rubber from 
abroad are steadily decreasing. During 
the fiscal year ending June 30, 1917, the 
imports of such rubber (mainly boots 
and shoes) were valued at $1,668,433. 
The next year the amount was $1,302,- 
843, while in the year ending last June 
the value of such importations was 
$1,233,422. 

We quote today’s prices offered by 
dealers. These must be discounted by a 
wide margin by collectors for small lots 
purchased from shoe dealers: 

Scrap boots and shoes: $7.60 to $7.70 
in Boston; $7.50 to $7.60 in New York; 
$7.40 to $7.55 in Philadelphia, and 
$7.30 to $7.50 in Chicago. 

Trimmed arctics: $6.20 to $6.35 in 
Boston; $6.00 to $6.10 in New York; 
$5.75 to $6.00 in Philadelphia; $5.50 to 
$6.00 in Chicago. 

Untrimmed arctics: $5.40 to $5.60 in 
Boston; $5.25 to $5.40 in other markets. 


A Dissolution 
Charles T. Edkins, Greensburg, 
Ind., Retires from Business 
The firm of Edkins Bros., known as 
the Edkins Shoe Shop of Greensburg, 
Indiana, has been dissolved, Charles T. 
Edkins retiring. 
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Snappy and Serviceable Men’s Style 
Number 401—Price $9.25 
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Princeton 
Last 


CRAWFORD AND UNBRANDED 


Cherry Calf Vamp and Top, Circular Bal, 1-inch Broad 
Heel, 12 IRON SINGLE SOLE. 


IT’S IN STOCK 
WIDTHS AA-D 


Ready for your order, and we can assure prompt and 
efficient service. This is one of our new numbers and is in 
great demand, as it caters to those who want class, but not 
too much of it. 

Our advice is order now, we will send samples or have our 
representative call. 

If order by wire, use code word—CARSON. 

Write for our latest catalog in which we have illustrated 
many other attractive and up-to-the-minute Fall and 
Winter styles. 


CHARLES A. EATON COMPANY 


The Sterling Shoemakers of New England I i Ml 
BROCKTON, MASS. . WW, 
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Market Steady and Firm 


Inquiry Is Not So Active for Leather, Owing to the 
Strike Situation---Buyers Are Beginning to Place 
Contracts for Supplies, However, for the New 
Run --- Little Prospect of Lower Values 


The market as a whole has assumed a 
steadier basis. There has been no 
further slump in prices on either raw 
material or the finished product. It is 
true that the strike situation within the 
steel industry and some others has re- 
tarded new operations to some extent, 
but while there has been some anxiety 
on this account, there is plenty of old 
and new business to give a firmer tone 
to the market. 

Export business has been rather dull 
in the shoe and leather lines of late, par- 
ticularly the British trade, owing to the 
strike situation over there and the hold- 
ing up of shipping. 

Tanners are still holding firm views 
on new contracts and in view of the pre- 
vailing high prices for practically all 
classes of raw materials they do not 
entertain any idea of recessions. 


Glazed Kid Active 


Glazed kid tanners are very busy and 
have plenty of business from overseas, 
such as they care to take on. They look 
for a busy season on black kid. The 
extreme heights of shoes have called for 
large lots of kid. 


The European representative of an - 


American shoe company states that 
Germany would soon be in the market 
for very large lots of leather, as it is 
very anxious to get its shoe factories 
into operation. He advocated an export 
duty on leather leaving this country as 
a means of bringing down shoe prices in 
the home trade. There is no particular 
agitation for this at present. 

There is virtually no change in the 
sole leather market. There is an active 
demand for all better grades of leather 


coming from tanneries and quotations 
remain about the same. 

Heavy hemlock brings 60c a pound 
for No. 1, 58c for No. 2 and 55c for No. 
3. Union sole is in active request at 
prices quoted below and the same ap- 
plies to oak sole and chrome sole. 
There is a large trade in union for the 
finders’ trade and it is noted that the 
repair business is more active than ever 


before. 
Good Upper Leather Business 


There is some inquiry for upper 
leather, particularly on new business, 


her ‘bone 


Review of Leather 
Supplies and Prices 
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more than at any time within the past 
month. Some tanners are doing an 
excellent export business and we hear 
little talk of lower prices, excepting in 
the cheaper grades. Some of the selec- 
tions of side leather for cheaper shoes 
can be obtained at very good figures 
which run all the way from 40c a foot 
upwards. A good grade of box sides 
can be secured from 55c to 60c and the 
best grades of side leather in the newer 
finishes bring from 70c to $1 a foot. 
The range is very wide indeed, and this 
applies to calf, kid and side leathers, 
also splits and sheep leather. The high 
prices of side leather have slowed up 
business to some extent, but without a 
larger supply of raw calfskins, and at 
present extreme prices prevailing, side 
leather must be resorted to extensively 
for Spring and Summer shoes: 

Tanners have so many unfilled orders 
for calf leather that they do not look 
for any slowing up for some time and 
there is virtually no prospect of a de- 

(Continued on page 151) 


Sole Leather 


Hemlock sole, heavy, No. 1.................. 


Hemlock sole, seconds, mid.. 

Oak sole, No. 1 bends.. 

Oak sole, No. 1 backs, all weights. . 
Union steers, flat 


boo ced cb .c.c os pbc ce dio beeen 


Offal, hemlock heads.... 
Offal, hemlock bellies 
Offal, hemlock shoulders 
Union offal, heads 


SS SEE COP TORE Oe 


Chrome, S. A. dry hide, 71% to 10 iron, sides. . 


Chrome, green hide, 6 to 8 iron, sides. . 


1918 1919 

Cents per pound 
56@57 58@ 
54@55 —@ 
85 @92 -10@1. 
80@85 98@l1. 
84@85 —@ 
80@83 —@ 
17@18 17@ 
23 @25 20@ 
38@40 39@ 
24@25 23@ 
27@28 26@ 

Cents per foot 
43@50 55@ 
—@50 55@ 


1910 


25 @26 
23@24 
45@— 


Upper leather quotations are not given 2 oulng to the wide range of prices which 


depend on quality, grade and selection. 


Hides and Skins 


Heavy native cows 


Chicago City calfskins 
B. A. dry hides 


163%4@17 


po ge ey rr ree: 


1918 1919 
Cents per pound 
—@30 
—@28 
—@21 
.34@44 
—@34 


1910 


48@ 
46@ 
37@ 
10@ 
43@ 


154%@15% 
133%4@14 
18 @19% 
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KINDER-GARTEN | smootu 
SHOES | INSIDE 


Kinder-Garten Welts and Kinder- STRONG 


Garten Turns are all-leather chil- DE 
dren’s shoes that sell at popular 

prices. This line of good looking OUTS! 
and good wearing shoes has taken 
a strong hold on the trade throughout the Middle 


West. Chicago-made shoes—that possess that extra 
value which all merchants seek. 


KINDER-GARTEN WELT Write for the Kinder-Garten Catalog, showing many 


B-3433—Chocolate Elk, hi-cut stvles IN STOCK. 
lace, drill lined, stock tip, low . 


heel. Sizes 124% to 2...... $3.50 
ara tic ee §MITH-WALLACE SHOE CO. 


NS : errr. 
B-3435—Same as above, sizes 5 Adams and Market Streets 


ee 
IN STOCK - CHICAGO, ILL. 
Established 1846 












































SALESMEN ARE OUT 


WITH OUR LINE OF WOMEN’S PUMPS, 
COLONIALS AND BOOTS FOR SPRING, 1920 
NEW PUMP PATTERNS IN HIGH WAISTED EFFECTS 


COLONIALS WITH STRIKING BUCKLE EFFECTS 
OXFORDS AND BOOTS, PLAIN AND COMBINATIONS 


F. A. MONTGOMERY AND J. B. KRUGER, FROM DENVER TO THE COAST 
FRANK W. LORD, MIDDLE WEST. F. M. COLBURN, SOUTH 
J. E. STEVENS, EASTERN STATES. W. A. RAMSDELL, NORTHWESTERN STATES 


HAZEN: B. GOODRICH & CO. 


HAVERHILL, MASS. 
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© W. / [mall 
of SPECIAL. , 
g “igh Grade Shoe &) 


Ready for Immediate Delivery 














A New “ Whitman Special’’ Shoe 
IN STOCK 
Stock No. 33 


A Dark Mahogany Calf Bal., Whole Quarter, Thirteen Iron 
Single Sole, ““VAN DYKE” LAST No. 33, 8/8 inch heel. 
(Perforated Tip, Vamp and Quarter to match.) Sizes 7 to 
11-A; 6 to 11-B; 5 to 11 on Cand D. 


FINE SHOES FOR MEN AND WOMEN 
WHITMAN & KEITH COMPANY 


Designers and Makers of Men’s and Women’s Fine Shoes 


BROCKTON, MASS. 


BOSTON NEW YORK CHICAGO SAN FRANCISCO 








A “WINGATE” TURN 


White Shoes Will Be 
Popular for 1920 


white “Polar” Cloth. Two eyelet tie. 
Turn. 18-8 full Louis heel with Alu- 
minum plate. No. 65 last. Also made 
in all popular leathers. 


WINGATE SHOE CORPORATION, Haverhill, Mass. 


NEW YORK OFFICE: 435 Marbridge Bldg. BOSTON OFFICE: 
DRYZER & BARNETT, Representatives ROOM 303, 183 Essex St. 


ORO 


; : F Z Style No. 1186—New Spring Style of 


- WE OFFER 
For Spring Delivery * 


PATENT LEATHER 


AND 


HAVANA BROWN 
NOVILLA KID 
OXFORDS 
Showing - 


Showi 
G. Girls’ Patent’ Leather Child’s Novilla Kid on 
on ENGLISH LAST. NATURE’S LAST. 
No. 260X—Women’s 244-7, A to D, 9-8 Heel, English or Nature’ s Last, Lace Oxford Welt $5.25 
No. 260X—Misses’ 1144-2, B “ E,7-8 “ ** $4.00 
No. 280X—Children’s 8144-11, C “ E, 5-8 “ “ - = “ Blucher “ “$3.10 
No. 280X—Infants’ 5-8, E, Spr. Heel, English or Nature’s Last, Blucher Oxford, Stitchdown $2.40 
SPECIALTY MANUFACTURERS OF HIGH GRADE JUVENILE SHOES 


New Catalogue Just Off The Press 


BRAUER BROS. SHOE G@. 


14th and Pine Sts. St.Louis Mo. 


GOODYEAR WELTS 
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NOTHER new model 


from our spring sample 
line which is the best ever 


Successful merchants know 
their business prospers most 
when they offer their cus- 
tomers both style and quality 
at reasonable prices. 


Offer YOUR trade 


“Style Shoe of Quality” 
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F. S. Elam Shoe Co., 
Incorporated 


Manufacturers for 
Jobbers Only 


Infants’ First-Step Shoes 
Rochester 











DON’T PUT OFF 
TILL TO-MORROW 
the orders you ought to 

. place to-day 
Higher prices are coming 
Infants’ shoes made in 
Rochester area gilt-edge 
investment. 

















Freeland 
MANUFACTURER OF — 


Juvenile Shoes 


Rochester, N.Y. 


|: — 
Established 1896 








Maker of 


Quality Soft Soles 


Infants’ Moccasins 
Finer Grades Only 


Rochester, N. Y. 


Always a Year 


For Real Soft 
Sole Shoes 


go to 


George J. Wilson 


Inc. 


Builders of Infants’ 
Footwear 


The House Without 
Competition 


ROCHESTER, N. Y. 





| 
| 
| 
| 
| 








and First-Step 
TURNS 
In Stock 


A.H.MARTINCO. 
Rochester, N. Y. - 





Levinson Shoe Mfg. Co., Inc. | 


Children’s Turns and Welts |} 
for Jobbers Exclusively 


Largest Children’s Shoe 
Factory in N. Y. State 
ROCHESTER, N. Y. 
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TWO TONE BOOTS IN-STOCK 
IMMEDIATE SHIPMENTS 
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493 Patent Lace, Mouse Kid Top, Lea. 
Louis Heel, Welt, A-D $7.50 


433 Patent Lace, Mouse Kid Top, a. 
Louis Heel, McKay, A-D 


411 Hav. Brown Kid Lace, Mouse “on 
Top, Lea. Louis Heel, A-D $8.00 


407 Patent 9” Lace, Gray Buck Top, 
A-D $6.50 
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427 Black Kid 9” Lace, Gray Buck 
‘op, A-D $6.50 


415 Havana Brown 9” Lace, Brown 
Buck Top, A-D $7.00 





432 Patent Lace, Mouse Kid won 
Military Heel, A-D $7. 
410 Hav. Brown Kid Lace, Mouse Kid 
Top, Military Heel, A-D $8.00 


498 Black Kid Lace, Mouse Kid Top, 
Military Heel, Welt, A-D $7.00 
428 Black Kid xy Gray Buck BS 
Military Heel, A-D $6.50 Style 432 
406 Patent i Gray Buck Top, 

Military Heel, $6.50 


le 4 . 416 Havana Brown Kid, Lace, Brown 
a rales Buck Top, A-D $7.00 
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477 Hav. Brown Kid Lace, 
Welting, Cuban Heel, A-D 


473 Mahogany Calf Lace, White Welt- 
ing, Cuban Heel, A-D $6.25 


409 Patent Lace, White Welting, 
, A-D $6.00 


a 











Cuban Heel 


476 Dull Calf, Le yee White Welting, 
Cuban Heel, 85.25 


410 Hav. Brown Kid Lace, Mouse Kid 
Top, White Welting, A-D 
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491 Gray Kid, 9” Lace, Lea. Louis 
Heel, Welt, A-D $8.00 


“ 


202 Battleship Gray, 9” 
Louis Heel, McKay, B-D 


488 Mouse Kid, 9%’ Lace, Covered 
Louis Heel, Flexible, McKay, inde 
00 











Style 477 SEND FOR ILLUSTRATED 


PRICE LIST — 


The BOARDMAN SHOE CO. 


Atlantic Avenue 


BOSTON -- MASS. 
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Staying Qualities 
Are What Count 


~ 'The use of Vulco-Unit Box 


Toes in your shoes will stop 
all complaints about soft 
toes or broken boxes. 
They withstand the hardest 
service. 

Perspiration or Dampness 
has absolutely no effect 
upon a Vulco-Unit Box Toe. 





Process Pat. Aug. 19, 1913 
Patented Jan. 12, 1915 
Patented Jan. 12, 1915 


VULCO-UNIT 
BOX TOE 


BECKWITH BOX TOE CO. 


108 LINCOLN STREET, BOSTON, MASS. 





























5 cmt. 
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ILLIAMS 


WORK SHOES 


UNION - MADE 


IN STOCK 


A complete line of Men’s, Boys’, Youths’ and 
Little Men’s Heavy unlined WORK SHOES, Nail 
and Goodyear Welt fastened, all ready for im- 
No. 191—Brown Full Grain mediate delivery. Mail orders solicited and given 


Blucher, Unlined, Two Full Soles, ° ° 
Nail Fastened. special attention. 


No. 1791—Same in Black. 
$3.00—2.75—2.50 


Boys’ Youths’ Little Men’s SEND FOR PRICE LIST 








No. 1030—Brown Elk Blucher, 
Unlined, Single Sole, Goodyear 





No. 441—Brown Full Grain Welt Fastened. 
Blucher, Hi-cuts, 2 Buckles, Two $4.00—3.75 
Full Soles, Nail Fastened. Boys’ Youths’ 


$3.75—3.50—3.25 
Boys’ Youths’ Little Men’s 


ARTHUR A. WILLIAMS SHOE CO. 


HOLLISTON, MASS., U. S. A. 



















This sole withstood 270 
days of hard usage. 
Outwore 4 sets of heels. 







WW that is cut for hardest wear 
is cut crossways! The grind then 
comes on the exposed ends of the fibre 
instead of the length, and the 


Wear Goes Against the Grain 


This is the principle on which the 
Firestone Fabric Soles are built. It is 
the “on-end-construction” and the wear 
comes on the exposed ends of the fabric 
instead of across it. This means a service 
extra strong, a wear extra long with 
Firestone Fabric Soles. 


These soles have come through tests 
made under the most drastic conditions, 
Not only technical factory experiments 
but actual wearing tests—miles and 
months of trial. 


All the testimony is the same—Firestone 
Soles are flexible, non-skidding and water- 
proof. Cooler in summer and warmer in 
winter because they are non-conductors— 
this feature appeals strongly to everybody. 
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FABRIC SOLES 


can be nailed or stitched on—easy to apply 
and on tostay. It will be to our mutual 
advantage that you write for information. 


FIRESTONE TIRE & RUBBER COMPANY 
Firestone Park Akron, Ohio 
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YOUR CUSTOMERS 
RARELY LOSE SIGHT OF 
QUALITY EVEN WHEN 
THEY ARE THINKING 

MOST ABOUT PRICE 


In these days of shifting values, 
people are thinking more and more 
of the quality in the shoes they 
purchase. 


Even though they ask for a shoe at 
such and such a price, you know 
that they will not be “‘sold’”’ on a 
shoe that will not hold its shape 
nor stand up. At the same time 
they will not subject themselves to 
exorbitant prices. 


Your merchandising problems are 
our problems—it is our policy to 
co-operate with you and insure 
your customers sound money value 
in the shoes they purchase. 


Dr. Adler’s Hygrade Shoes are of 
known quality, and our manu- 
facturing capacity of 3,000 pairs a 
day is your insurance of prices 
that are right. 

Shall we arrange to have our sales- 
man call—or will you write for our 
exclusive agency plan? 


HYGRADE SHOE WORKS 
108-110 Duane St., New York 


FACTORY: 2963-81 Atlantic Avenue, . BROOKLYN, N. Y. 





CHICAGO OFFICE: 




























Lees Building 
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A suggestion of the smart offerinzs in the 
Crover line for Sj ring Nineteen Twenty. 


Our salesmen are now in their respective territories covering | 
the entire country, and will be pleased to show interested re- a 
tailers a beautiful line of models for next seasons’ trade. 


J.J.GROVER'SSONSCO. > 


LYNN, MASS. 






































Style B-706—Mahogany Calf, 844 Inch Lace, Welt, Imt. Tip, 
15-8 Heel, AA toC..... . $7.50 
Style B-460—Black Kid Som Ww elt, Tip, ve 8 Heel, A, B a 


Style B-201—Brown Kid Lace, McKay, Imt. Tip, 14-8 Heel, 
c cD $6.00 


pr in n Stock “Write for Catalog 


G. E. LIPPMAN SHOE CO. 
































1627 Washington Ave. St. Louis, Mo | 
_ ip 

































STOCK UP ON 


sPpATS NOW 


Get the 


TRUFIT 


before your 


Customers 


It is a superior quality spat—the fit is 
guaranteed. 
Made in Felt and Cloth in all standard 
colors. 
Shipped at once ! 


Write for samples and prices. 


Laing, Harrar & Chamberlin 





43 North 3d St., Philadelphia 
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A Winner— 


Beautiful Beaver Buckskin 
Nine-inch Lace Boot, Full 
Louis 18-8 Covered Heel, 
Plate, Imitation Straight 
Tip, Blind Eyelet, Light 
Welt. 


er 
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$12.50 






IN STOCK 


AAA AA A B C 

41% to 8 4to8 3 to 8 2% to 8 2% to 8 
This cut represents the following other styles in stock 

625—Black Kid, Full Louis Covered Heel, Plate............. $9.50 

629—Beaver Brown, Full Louis Covered Heel, Plate......... 11.00 

631—Havana Brown, Full Louis Leather Heel.............. 10.00 





We will gladly send you samples—at our expense— 
of many other splendid selling numbers in stock now. 


DELIVERY: DAY ORDERS ARE. RECEIVED 


Hi Guis 

















Number 635. «ee 
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Childrens i MY | 
Misses & \ UU" 

IN Growing Girls 
Oo} 








>= 8 














‘IN STOCK 


No. 100—Girls’ Tan 8” Lace, 157 Last, 11-8 heel. 
No. 101—Girls’ Tan 8” Lace, 156 Last, 8-8 heel. 
No. 200—Girls’ Gun Met 8” Lace, 157 Last, 11-8 heel. 
No. 251—Girls’ Gun Met 8” Lace, 156 Last, 8-8 heel. 
No. 300—Misses’ Tan H. C. Lace, 154 Last, 6-8 heel. 
No. 340—Children’s Tan H. C. Lace, 155 Last, spg. heel. 
No. 310—Children’s Tan P. C. Lace, 154 Last, 6-8 heel. 
No. 350—Children’s Tan P. C. Lace, 155 Last, spg. heel. 
No. 400—Misses’ Gun Met H. C. Lace, 154 Last, 6-8 heel. 
No. 450—Children’s G -— Met H. C. Lace, 155 Last, spg. heel. 
No. 410—Misses’ P. C. Gun Met Lace, 154 Last, 6-8 heel. 
No. 460—Children’s P. C. Gun Met Lace, 155 Last, spg. heel. 
Girls’ shoes, A, B, C, D widths. 
Misses’ shoes, B, C, D widths. 
Children’s shoes, C and D widths. 







Plenty of 
Style 


Plenty of 
Wear 


Everything is good in the “Salvo” Shoe. We've 
intended that wearers get what they pay for. 
There’s no camouflaging of quality. Good lasts, 
good leathers, good trimmings, good workman- 
ship is the happy combination. 


KUHN-PAVORD & WILKS 


SHOE COMPANY 
~ HARRISBURG - - ~ PENNSYLVANIA 














he quality standard and 
comprehensive price range 
make 


Gordon 
HOSIERY 


the logical line on which: to 
standardize. You save the 
useless expense of duplicated 
stock and the weakness of 
divided selling effort. A 
Gordon Hosiery department 
saves you investment out- 
lay, doubles the turn-over, 
which in turn increases the 
profit. 





Gordon Hosiery is complete 
as aline. Made in all fabrics 
for men, women, boys, girls 
and babies. 





| Brown Durrell (0 


New York Boston 
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ENTRANCE HALLWAY OF 
THE FRIARS CLUB IN 
NEW YORK CITY 


The first picture of a series showing places which 
portray those refined characteristics typical of 
Marshall ‘“‘Quality Maintained” Men’s Shoes. 








MODEL 0265 


Number 4 Russia Bal on the 
Pick Last 


with 
Connve>™ 
WING fF root 
HEEL 


C:S: MARSHALL COMPANY, 


BROCKTON ~~ MA 
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4 /, =: <4 This dressing is made from 2 
Ps p Ca oils that are known to be as 
: i food for leather and will aK 
. clean, polish, preserve and as 
a j waterproof all kinds of leather shoes. a 
KID SHOES made from painted stock will not fade |f% 
_ and become unsightly if polished with “AT-LAST-A” |f 
‘ 3% NATURAL CREME. : 
* ¢ 5 Write for our special discount proposition. x! 
e The “AT-LAST-A” LINE is 
~~ = / a 
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THE F. B. HIGGINS CO 


AURORA, ILLINOIS 












No Matter How Much | 


CHILDREN’S BUSINESS 
YOU ARE DOING | 
THESE | 





“*The Welt Stitchdown 
that has made good.’” 


Will Enable You to Do More 





For Spring 
We Suggest 


Make Buyers Out of Passersby 


Hugh Lyons fixtures add the spark 
of character to window displays that 
makes then distinctive and highly 
profitable sales starters. 


Youngster 


Oxfords 


No Nails, No Tacks, 
Built on Footform 
Last, Smooth Tread 





Hugh Lyons fixtures add to the 
Order a Sampte Pair attractiveness of merchandise. 
or a Sample Dozen— 


Today 





| sltlel <M de) i OMPA 
TRUITT BROS., Inc. | i LS a A PANY 


Binghamton ° ‘ . New York LANSING - MICHICAN 
NEW YORK SALESROOM CHICACO SALESROOM 
35 WwW. 32nd STREET 234 S. FRANKLIN ST 
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Wo A re [rue 
‘ pecial. 1S1S 


Ky concentrating” © 
only on the making~O 
of M°Kay shoes for ~ 
women,we succeed * 
Va 9) corel bCenbaremcorelanver:ae 
of exceptional style 
and worth=- sold to + 
you at a price that in 
sures constant de - 
enrebaree 
A.EB.M°Kaus are veal 
result-getters-they + 
make your customers 
your friends. 


Cc 


Allen, Foster, Bridgeo Co. 


fgoston Sa 











It’s Team Play that Wins 


Bricks and mortar don’t make business. 


And no one man’s capabilities are sufficient to encompass all 
the points in a manufacturing business. 


The finest technical expert with the most elaborate plant is 
powerless unless he has loyal, efficient men around him to 
perfect his ideas. 


With such men the product could be built in a tent. 


Whatever success has been attained in our product has been 
reached by sinking the “individual” and by “boosting” the 
organization—the team-play. , 


This loyal, efficient, enthusiastic organization exists for 
service to you. 


““The Shoes You Order Are the Shoes You Get.”’ 


P. J. Harney Shoe Company 
Factory and General Offices: 
LYNN - MASSACHUSETTS 


BOSTON OFFICE—183 Essex Street . 
IN STOCK DEPARTMENT—’%8 Lincoln St., Boston 
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Silk! 


The Wife of Aurelian 
and the Wife of Jones 


LL through history we find mention 

of silk. For example, Aurelian, the 

famous Roman, forbade his wife to 
possess a single silken garment. 


Quite different today, isn’t it? The 
wives of millions of Americans want 
silk—particularly silk stockings. And 
their husbands want them to have them. 
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In thinking of silk stockings, large 
numbers of successful merchants natu- 
rally think of Monito. They agree with 
us in our belief that so far, at least, 
nothing has ever equalled the silken 
product of silkworms. 








OMT 







TT 








Not even American ingenuity has 
found any process to satisfactorily take 
the place of Nature’s silk factory. Na- 
ture, Inc., furnishes all the silk for 
Monito silk stockings. And—we rather 
suspect—always will. 


Moorhead Knitting Co., Inc. 
Harrisburg, Pa. 






UOUHULAHHUTTUUTHAATATTTTTT| 













Monito Sales Service radiates from 
the following offices: 
NEW YORK— COLUMBUS, OHIO 


200 Fifth Ave. 260 13th Ave. 


BIRMINGHAM— 225 Peach Tree Arcade ; 3 
BOSTON MO.— Ee 
31 Bedford St. _ 506 Ridge Bldg. a 
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e|  sT. LOUIS— DALLAS— 3 
= 520 Wainwright Bldg. 1019 Commerce St. C7 ‘ Keatinatid stakbateaal i 
= PITTSBURGH— NEW ORLEANS— oe STOCKINGS for WOMEN 

= 3043 Jenkins Arcade 314 Hennen Bldg. SOCKS for MEN } 

= DETROIT— CHICAGO— 

= 63 University Bldg. 1000 Republic Bldg. 

lI READING— INDIANAPOLIS— 





1416 Perkiomen Ave. 319 Occidental Bldg. 
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x fe a Oe > St ores’ 
Suppose an advertising writer came to you and said: 
“IT am a trained newspaper advertising specialist. 
I will plan and write your ads and prepare layouts 
ready to be handed to your newspaper. I will also 
furnish all the illustrations you require. I will 
do all this for a small monthly fee, less than you pay 
your errand boy.” 
You would employ him, wouldn’t you? 
You can get these benefits in the Century Service for 
Retail Shoe Dealers. Century Service is not merely a 
fine illustrating service, but provides complete material 
for a systematic and efficient method of newspaper 
advertising. All for a small monthly charge. 
This is what you get every month in Century Service: 
Illustrations. Shoe models and figure designs, by artists who are 
skilled experts in shoe illustration. Designs for Women’s, Men’s 
op . and Children’s footwear, supplied in mat or electro form, ready 
¢ have today received the f -_ 
October issue. Never before or printing. . t 
pinta pute Fong e Layouts. Blue Print reproductions, made direct from layouts 
given the helpful suggestions prepared in our Copy Department. These layouts show your 
—— only suggestions, but newspaper just Fow to set your ads. 
also complete outlay—as the 
Century, Sere ice is offering. Copy. Complete copy for every layout, and a variety of addi- 
aa § feasibly poe he os it tonal copy suggestions. Our copy is prepared so that only slight 
ing to thank you for all help changes are necessary to adapt it to your individual needs. 


and suggestions offere 


through ce.” 
nit gag Century Service is the product of a trained organization 


ARENZ SHOE CO. 


La Crosse, Wis. of specialists in newspaper advertising, and is based on a 


careful study and analysis of the requirements of the 
retail dealer. It is the most complete, practical and 
efficient service ever produced for retail shoe advertising. 
It is being used by hundreds of successful shoe merchants ( ’ 
throughout the country. Century Service is supplied to 
only one store in each city. If yours is one of the cities 
where we have not yet placed Century Service, now is 
your opportunity to secure it for your exclusive use. 


Write for specimens, full particulars and terms for your city 


Century Advertising Service, Inc. 
244 Fifth Avenue - - - - New York 
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We'll Deliver Now 


$7.15 They are here, ready for shipment—a nice, 
clean looking lot of boots that will move off 
your shelves in double quick time. Prices are 
right. We've investigated. We know. 


MM 


DO 


Koko Side Bal. 


Also On Hand 
Admiral Last 


Widths: B, C, D ae ' . Price 
Sizes: 544 to 10 r . : = 


~f 
o 


Also On Hand 


MN MM 

NNNQOONNNNY 

Baass8sss 
WD o 90 90 90 B FP 
S3SSSS38S 
HUE 


New supplies will come in 
right along 


POTEET 


Koko Russia Calf 
- i. Speedway beet 
i , idths: 
Higher grades due between si ee’ Bi ed 10 


October 10th to 15th 





! 


Folks who know our goods and service will 
jump at this chance to size-in with our line. 
To others we'll gladly send samples prepaid, 
subject to return privilege. 


PU 


Be sure you have our 1919-1920 
Fall and Winter Catalog 


Koko Russia Calf Bal. 
ORDERS NOW Fe 
Whole Quarter 
Wing Foot ee: Heel 
Widths: A, B, C, D 
Sizes: 5% to 10 





LOOK LIKE SHOES THAT MIGHT COST MUCH 
MORE 
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Buyers’ Easy Reference Directory 


“hose totally dj ifferent shoes ' 





WOMEN'S FINE SHOES 
IN STOCK!: 


No. 9110—Mat Kid 5-eye Oxford. Light 


Weight, Goodyear Welt. 18-8 Leather Louis 


Heel. Imitation Stitched Tip. 


No. 9109—Same as above only with Plain 


Toe. 


Widths AA to D Price $7.25 


173 Summer St., 


a tl ln i i i i i i i ae 
A A ee 


No. 9110 


Boston, Mass. 














- our market is be- 
ing constantly nay 


pecey are 
ost discriminating - of 
te te values. "Useful whe 


ever kid can be used. 
Expert attention to 


MH il HN NLD il export trade. 
i 
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QUICK SELLERS 

GOOD PROFIT MAKERS 
IN STOCK 


Black, $1.60. Reds and Tans, $1.75. 
5% off 10 cave. Goods shipped day 
order is receiv 

HIGH GRADE GOODS 


THE BAKER SHOE CO., 


280 River St.. Haverhill, Mass. 
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CORDO TAN DYE 


t » heat chanase 0 Saded ton ov Highs extern’ Leashes, 
ale kid to's deep, rick cordovan brown, the popular shade 
y 


CORDO TAN is the result of > ape and 

research, and is absolutely guaranteed to do we claim for 

Sead for trial 50c package with 10c Oc added for parcel post— NOW 
Pints $0.75 Pints $1.50 
—-— 


ARISTO PRODUCTS 
602 Myrtle Ave. 
BROOKLYN - - . . NEW YORK 


We have taken over the business of the New York Shoe Dyeing Co. 
ARISTO BLACK DYE will dye any leather a permanent jet 


r 

















‘Welt : 
Sor Women 


WELCH, MOSS & FEEHAN CO. 


HAVERHILL, MASS. 
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| HI, KID! Look who’s here! 





I am a Patent Leather Pump made out of the best 
grade of Patent chrome, on a long vamp, snappy 


last, with 18-8 Louis heel. I have very good wear- 
ing qualities and “Oh, boy,” how I dojfit and make 
the foot look pretty! 3 seh :: 


Write for my price and send a trial ictus my makers. 


COLLINS & STAPLES 


118 Phoenix Row, Haverhill, Mass. 
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mm WE HAVE "EM GUESSING 


A Limited Supply in Steck 


$6.50 


Stock No. 6216— Mahogany 
"a Goodyear Welt. 
O’Sullivan Heels 
Made up on a snappy English Last. 


C and D, 5% to9 







“Snappy Styles 


THE L. B. SCHINDLER SHOE CO. 
99 Duane St., New York City 


Always in Stock”’ 











Everything in 
Wood Heels 


Our experience and time at your service 


BEST WORKMANSHIP 
PROMPT DELIVERIES 


7A. R. WADE COMPANY 


HAVERHILL, MASS. 
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TWO RANGELEY MOCCASIN STYLES 
FOR SPRING AND SUMMER, 1920 


MADE BY BASS 





A NEW DESIGN THAT GIVES A 
BETTER FIT IN THE SHANK 


No. 2840 


No. 2840—Chocolate Elk Rangeley Moc- 
casin, oxford height, Du-Flex fibre sole 
and spring heel. Gti is made for both men 


No. 2811— Men’s Smoked Elk Rangeley 
and women. 


Moccasin, 5%inches high, double elk sole 
and rubbergheel. 


Merchants should place their orders for next Spring now ! 


WILTON, MAINE 


Shoemakers, 


G. H. BASS & CO., 




















THE ONLY 
SCREW HOLES 
IN THE WORLD 





HOTEL 


Continental 


Broadway & 41st St., N. Y. 





You drive the screw holes with a hammer in any 
material. 


The screw holes are made for wood screws or 
machine screws to fit all sizes of screws. The head 
is removed and you leave a permanent screw hole. 


Center of New York’s 
Activities 


300 OUTSIDE ROOMS 


The Stine Screw Holes Co. 


Manutacturers > 
Once a Screw i The Biggest 
Hole, Always | WATERBURY, COMM...U. S.A | Tittle Thing 


a Screw Hole in the World 




















perantment 27 








Some of the Reasons Why Screw Holes Will Be Bought and Used and Not Become 
Dead Stock for Anyone 


Each with Private Bath, 


EUROPEAN PLAN 
...$2, $2.50 or $3.00 
$3.50, $4, $4.50 and $5 


5 minutes from P. R. R. and N. Y. Central 
Terminals. Within easy access to principal 
stores and surrounded by Leading Theaters. 


HENRY S. DINCAN 


Managing Director 





1—They can be used without damage to receiving 
material. 
— —* cone ape eo to cratoetinn to wood or ma- 


oie are made of me ot will mee rust under 
atmospheric or moisture condition: 


ay ~~ save more time il than the 


a get a for nothin, a og for using 

them when you count time ot 

6—Screw am have been penn ever since the first 
screw was used. 

Se er nee ene hae Can ay 


S  . TaN 
9—By using screw holes, screws can somes in many 
es, and in many —- Sane it is impos- 

sible to use screws without 
to—Thes are the oly ready-made screw holes in the 


cet sl screws are needed. These screw holes 
fit any wood screw or machine screw now in stock. 
12—They make the neatest possible job in any material. 
to~tony. 6 a where screws are sold must carry 
because the line of screws is not 

caaiae ‘ane screw holes for them. 
—— ~y oy factory where screws are used 
¢ these screw holes to fit the screws. 
ts-They ate andorned by all dealer in crews and Oy 

ll users 


16—Screw holes are entirely new and the world sup- 
ply is yet to be furnished. 

17—This is a progressive Old Works of cure; and evesy 
active person in it must adopt all 
and all new ee keep in the 
front line of pr 
'8—Be among the the fet to tock wp in srow ole 
you are a dealer in 

1 agi ss BO screw holes in your 

atop ot factory, a8 you begin to to save money soon 
you use them. 

son pte ofthe high con of rm, ere haa ar 


ose ae leting he wold know that erm en 
= by means of extensive ad- 


now ae 
have the largest bengeat cet Sreulaton jE ng e = 
= wi 


22—Do not let your oct ren fer 
peteen Sen ave teaaban etoet SA LIVE Wink, 


23—They make everlasting holes in any material. 
24~—They mean “Plug-No-More” screw holes. 
to— Thay ave ten gupal 68 Nennnctty Selig Tie Seeeey 


26—Angone who can drive a nail can use screw holes. =, 


27—Send for a sample and convince yourself. 
<—-etecioe oe oss tem omy, “What do you think 


in fact there are NO REASONS screw holes 
°° should NOT be used. ee 


Each of these reasons are enough to sell Screw Holes. There are many other reasons. 


Write at once for our handsome Color Card showing screw holes in various materials which will be 
sent on request, together with samples and price list. 











148 


; 


AC 2a ccc 
Ic x Ic tan 
IIc 09626252 5252525Se = _—-— « 


IIIc 


: a oe ae aes 





BOOT AND SHOE RECORDER Oct. 4, 1919 





“QOH” HOW hite-—— 


Bag Powder _ 
The Instant Cleaner 


for White Shoes 


O many customers request a white 
S shoe cleaner that will actually 
clean that OH HOWhite meets 

with a ready and constant sale. 


There is no liquid to spill—it is easily 
packed in handbag when traveling—is 
always clean and available and invari- 
ably gives satisfactory results. 


Get OH HOWhite on sale at once. It’s 
a great little profit maker. 


In Stock for Immediate 
Deliveries 


Sample Dozen Sent on Approval 
$8.50 a gross, 5% 10 days 
.75 a dozen, 2% 10 days 


Orders Taken for Next Spring Delivery 
at Same Prices 


Jobbers Write for Prices 


Edw. H. Johnson Mfg. Co. 


115 WASHINGTON STREET 
TRENTON, N. J. 
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f ollows— 


Your shoe customers are 
good hosiery customers, and 
your hosiery customers are 
good shoe customers when 


you sell them MEDALIA 


hose. 


Shall we tell you of the ad- 
vantage of selling shoes and 
hosiery? Write us. 


G. & A. WISE a 
130, FIFTH AVE., NEW YORK oO 
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a 








priced to you. 


delivery assured. 


PREMIER GAITER CO., Ince. 


129 GRAND AVE., BROOKLYN, N. Y. 


Perfect in fit—stylish—splendidly made—in kersey 
and felt. All styles, all heights, all colors. 
Send in your order now specifying Premier. Prompt 





Have you stocked up on Premier Spats? 


Many merchants have done so with phenomenal 
results. Feature these big selling spats moderately 














position. 


Modei No. 2 for A & B Widths 
Model No. 3 for C & D Widths 


DONT SAY THE OLD WAY IS GOOD ENOUGH 


And waste valuable time stuffing your shoe tops with paper, etc., which distorts their 
appearance when at a small cost you can make your display shoes look trim and 
graceful. “AJUSTO” BOOT TOP FORMS are quickly and easily adjusted—No 
springs to get out of order or screws to adjust. The slide does the trick—it expands 
the form and gives the shoe top a smooth, graceful appearance and holds it in perfect 
Try this simple, inexpensive way—The cost is small, but results are great. 
Order enough for your windows today. 


Price $3.00 the dozen, f. o. b. Pittsburg 
If your jobber cannot supply you, order direct 


U.S. SPECIALTY MFG. CO. 
DEPT. A, PITTSBURG, KANSAS 
(And Remember It’s Kansas) 
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N-ST 


MISSES’ AND CHILDREN’S 
SCHOOL SHOES 


BUILT FOR SERVICE 


Style 73—Chocolate Elk Blucher—Unlined—Goodyear Welt 
Infants’, 6-8, Widths, C-E 
Child’s, 8-11, Widths, C-E 
Misses’, 11-2, Widths, C-D 


LISTED IN CATALOG NO. 15 














Subscribe to 


AMERICAN 
SHOEMAKING 


CONSOLIDATED WITH 


SUPERINTENDENT 
AND FOREMAN 


America’s two leading factory publications 
published as one superior journal, containing 
technical information of vital importance to 
the shoe factories of the world. Subscription 
price $2.00 per year, including a copy of the 
Shoe Factory Buyers’ Guide. 


SHOE TRADES PUBLISHING CO. 


683 Atlantic Ave. 
Boston, Mass. 




















Genuine Goodyear Welts 
are known to mothers as the serviceable shoe— 
the shoe that gives maximum wear and the 
greatest satisfaction. 


Stock 


In 





Steady and consistent profits for the merchant. 
In Patent, Dull and Tan, Sizes 5 to 8, 814 to 12 
and 1214 to 2 (tan is not stocked for misses). 


SAMPLES? CATALOG? 
WILLIAMS, HOYT & CO. 


ROCHESTER, N. Y. 








Fox nv Shoe Tongue Pads 
FOR LOW INSTEPS 


ARCHES THE FOOT AND MAKES A BETTER 
Prevents Eyelets from Hurting the Foot 
INSTRUCTIONS: Place the Pad back of the shoe tongue, tack edge with thread 


FITTING SHOE 














Yrevents Eyelets and Laces ‘from Wurting ‘he foot 


OPS CAN7S 





FEDERAL OVERGAITER COMPANY, Inc. 


Exclusive Licensed Manufacturers 


16-18-20 EAST 12th STREET NEW YORK 





WARNING! 


DO NOT INFRINGE 
THIS PATENT 
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THE IMPROVED 
Nye ee, | | THE ADVANTAGES OF 


Nothing will so emphasize the good lines of your Fall styles like May- 


hew’s Invisible Top-Tree. 

Hundreds of shoe dealers all over the country use and endorse these 

high grade top trees. No good store can afford to be without them. 

Because they improve the shoe a 100 per cent and last you a lifetime. 

Remember they are made of cold roll steel and cost you only $6.00 


r Doz. pair. 
nd for FREE SAMPLES and test it out. See how much more ' 
attractive and handsome the shoe looks when supported by Mayhew’s 


Top-Tree. 

We will make exchange on all 1917 Top-Trees “Direct only” at a rf. U4 

charge of 25c per pair when old Trees are returned. e ection 
ORDER BY NUMBERS 


No. 8 for openform. No. 6 for closed form. No. 4 for men. 
Better Shoes in Your Window Cir 
clettes 


SALES] 
iinjj . | 
Your _ : With the Sharp Shoulder and Broad Wear- 
STORE § /jj: B®) ing Surface 
Sold by f \] They don’t scratch floors They do protect 
Jobbers Hy, They don’t wear slippery They do stop uneven weer 
_ f. ¥/ ZB f They don’t drop out The do prevent runover heel 
rect i 2 PUT ’EM WHERE THE WEAR COMES 
TRADE SUPPLIED BY 


JAMES N. MAYHEW CO., Ine. | | FW. Whitcher Co., 22%. 


























IN. S. R. A. Convention, Boston, 1920 


Dollars Saved 


are the easiest dollars made. Fire insurance is a small item in 
business at best, but it has the biggest effect on a business man’s 
; Me: present and future welfare. With this strong fire insurance com- 
You can make real | dORse pany back of you, you are in a position to make the most of your 
money on this market i) er opportunities. We can save you at least 25 per cent on your insur- 
rd Ds ng > Bleecker | ieee , ance costs. Look into this! 

ulletin of In-stock Ea ie - ™ 
Shoes. Write quick 4° Fitchburg Mutual Fire Insurance Company 
and tap this stron fe 
supply base. Wel 7 fs i} : FITCHBURG, MASS. 
and McKays in widths. ET i The City of 141 diversified industries 
Beaver tops, grey tops, Hg 99% of which are locally owned 
black tops. j H| 
Combinations from 











$4.25 | MITITITIII 


Shoe Knowledge That You Need 


You’ll find it all in “The 
Shoe and Leather Lexicon’”’ 
“The Shoe and Leather Lexicon” defines and illustrates 
every trade and technical term used in the shoe and 
leather business, from the raw product of the ee | 
and mill through all processes to the finished shoe. It 
contains correct anatomical drawings of the foot, tables 
of foot and last measurements, standard carton sizes, 
classifications of leather, and standard size lengths of last 
measurements. - 
rey little ery for poy es a copy. 
3 copies for $1.25. 


Boot and Shoe Recorder Publishing Company 
207 South Street, Boston 


to 


“Use $10.00 


the 


wires” 


Wooo lil nhtithbehl he ee: 
BLEECKER SHOE oat 
NOVELTIES & STAPLES 
WOMENS MENS -BOYS-GIRLS 
148 150 Duane Street 
NEW YORK, NY. 
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Memphis 


TRADE DEVELOPING 


A General Price Strengthening with 
All Stores 


Trade is developing well both with 
wholesale and retail merchant as the 
season advances and the public seem to 
be getting accustomed to the advanced 
prices on shoes. Considerable discus- 
sion has appeared in the local papers of 
shoe price investigations and the local 
merchants’ association has interesting 
sessions these days. Meanwhile there 
has been a general strengthening of 
prices with all the stores. The best 
grade of shoes seems to be in more 
active request. Of course there are 
some medium values on display and 
occasional bargain days. As an adver- 
tising feature bargain block advertising 
has been featured in some of the stores, 
by large placard window advertise- 
ments, etc. 


ARTISTICALLY ARRANGED 


J. Goldsmith & Son Co. 
Beautiful Store 


Have 


. J. Goldsmith & Son Co. are occupying 
the addition to their store, a four- 
story building where the Bismarck 
Hotel formerly stood. It is very hand- 
some, indeed. The shoe department 
occupies space therein and the window 
displays, right at the street pavement 
with walk around the plate glass sec- 
tion, are artistic indeed. This company 
recently acquired the large building it 
has solong occupied from the Hill Estate 
by outright purchase. It is a modern 
store building, extending practically 
through the block to Front Street, from 
Main, with an array of stone, plate 
glass, elevator system, wareroom sec- 
tions in rear, basements and display 
on two streets, making it one of the 
most beautiful stores in the South and 
with the new four-story addition one of 
the largest. 


SHOE EXHIBITS 


Along Great White Way Very At- 
tractive 


The shoe exhibits along the Great 
White Way of Memphis have been most 
attractive. Stemmler Bros. on South 
Main Street showed a beautiful line of 
men’s and women’s shoes; The Bootery, 
women’s shoes exclusively, has an 
artistic window; Zellner is showing 
both men’s and women’s shoes in a wide 
range of values. Richard Storch, 134 
North Main Street, has attractively 
framed trade mottoes intermixed with 
fine shoes, like this: ““The better you 


know good footwear, the better you will 
appreciate the service of this store,” 
‘*Learn to walk in shoes and make your 
feet happy.” 

The Economy Shoe Store, 130 North 
Main Street, is offering good values and 
has a gay and attractively painted 
front; H. Summerfield & Co., women’s 
wear store, have discontinued the 
department handling women’s shoes; 
B. Lowenstein Bros., Inc., and the Jno. 
Gerber Company department stores and 
Bry-Block Mercantile Co. give much 
attention to women’s and children’s 
shoes; Fink & Landau, on South Main 
Street, near Vance Street, also have a 
considerable stock of shoes in their 
dry-goods store. Levi and Greif devote 
a large section of their first floor to 
shoes for men, women and children. 


REPORTS FROM WHOLESALERS 


Indicate Business Good—Mer- 
chants Want Deliveries 


H. C. Yerkes of Goodbar & Co. re- 
ports that business is holding up 
splendidly; that their salesmen on the 
road are showing Spring samples and 
getting results on sales for 1920; that 
the people are buying nothing but the 
highest grade shoes and seem to prefer 
the best values more than in former 
years. Mr. Yerkes reports crops good, 
but cotton somewhat late. 

J. H. Lee & Co. report business ac- 
tive, the people urgent for deliveries, 
crop prospects fair. They have two 
traveling men out now. 

Max A. Weiss Shoe Company reports 
business very satisfactory but crops late 
in the Mississippi Valley; the report for 
a short cotton crop has also gotten out 
in the most conservative channels, one 
estimate being something over 11,000,- 
000. 

DEPARTMENT STORE 


Henry C. Loeb to Open Store in 
Mississippi 

Henry C. Loeb, member of the! firm 
of B. Lowenstein Bros., Inc., and_con- 
nected with that house for the past 
15 years, will open a large department 
store at Clarksdale, Missouri, about 
March 1, next. It will be elegantly 
equipped and one of the finest stores 
between Memphis and New Orleans. 


Crowley, Milner Co., Detroit,have pur- 
chased the stock of Schmit Bros., 11 
Broadway. The Schmit Bros. store 
has been closed and the stock removed to 
the store of Crowley, Milner Company, 
where a clearing sale is in progress. 
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THE LEATHER MARKET 
(Concluded from page 125) 


cline. The unsettled weather of the 
past month has upset the patent leather 
manufacture and the supply is very 
limited with an excellent demand. 
Prices on patent range from 90c up- 
ward. 


Some Concessions Noted 


It is true that during the past few 
weeks, by shopping about, buyers of 
leather have secured some bargains in 


_ upper leather with concessions of 5c to 


10c a foot, where good sized blocks of 
calf and side leather were purchased. 
On the other hand, tanners have sold 
about as much as they care to on this 
basis and values are assuming a. more 
normal basis. 

There are not any extensive stocks of 
leather in the various centers, so far as 
can be determined, and shoe manufac- 
turers will pay at least the prevailing 
prices for leather, for both sole and 
upper, which goes into their shoes for 
Spring and Summer. 

We note quite a difference in prices 
as between different houses of promi- 
nence. | One large tanner, for instance, 
quotes, some oak bends at $1.20 to 
$1.30. #{Another,promises as good a 
bend for $1.05 to $1.10 and,$1.15. Such 
a disparity is also likely tofprevail in 
the upper leather market, but all of 
these matters have to be analyzed and 
chased down to find out where the 
inequality lies. 








MISCELLANEOUS 








“FISHER” 
Trade 


Merk 
Reg. U. 8. 
Pat. Of. 


HEEL and 
COUNTER 
SUPPORT 
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page per issue: 

Space ltime 7times 13 times 
1 inch..... $4.00 $3.00 $2.75 
2 inch..... 8.00 6.00 5.25 
3 inch..... 12.00 9.00 7.75 
4inch..... 15.00 12.00 10.00 


CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


“Recorder” rates for space less than one-eighth 











PRS WORSE etn come om wank fe each insertioa. 
Minimum amoun' aoe For other “Want” ad- 
vertisements, ee cae on each insertion. Minimum 
26 times 52 times - amount accepted One Dollar. under this ing will be received 
$2.50 up to five o'clock Tuesday P.M. When advertisers answers to 
. ‘ come in care twelve words must be allowed in each adver- 
4.75 4.00 tisement for eddress. advertisers desire replies forwarded direct ’ 
9.00 8.00 under letter postage. 


Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 








SALESMEN jWANTED 


POSITION WANTED 


LINE WANTED 





mor WANTED—A live-wire women’s 
ialty shoe house desires representatives for 
the. ollowing territories: California and Nevada, 
Washington and Oregon, the Mountain States, 
Minnesota and Wisconsin, Ohio and Michigan, 
Louisiana and Mississippi. We want men who are 
in a position to take out our line immediately, and 
only those who have had previous experience on 
the road with women’s shoes, covering any portions 
of the above territories. Give all particulars in 
first letter, namely, references, a. terri- 
tories covered, etc. Leo Gordon Shoe Co., Inc., 
1631 Washington Ave., St. Louis, Mo. 


ANTED—A real live salesman for New York 

City to sell a high-grade line of ladies’ shoes 
that is well known and sells rapidly in New York. 
Send references with first letter. Address B486, 
care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 


ALESMEN WANTED—AIl territories open, 

side line children’s Goodyear welt shoes, three 
samples. Address K223, care Boot and Shoe 
Recorder, 127 Duane St., New York. 


WANTED —Salesmen to carry our line of turn 
shoes in a West and Coast territory on 
qaaae. F. Gerber Shoe Co., » Se, 
‘a. 
ALESMAN WANTED—High class salesman 
to carry as side line overgaiters, and Cotero 
Tongue Pads on commission basis. Full commission 
=. orders. Cotero Cushion Mig Co., Scranton, 

















SALESMEN WANTED—For Tennessee, Mis- 
sissippi, Louisiana, Arkansas, Texas, New 
Mexico, Arizona, Minnesota, Illinois, Indiana, 
Michigan, Nebraska, New York State Dela- 
ware and Maryland. Strongest line of men’s 
medium grade dress welts in America. Appli- 
cants must have established trade in 
territories applied for—an excellent offer _ 
be made to salesmen of right 

yy to be assigned should bey: $5, ,000 to 


— ea dissadeteten years’ experience 
eling through the South, would like connec- 
io on a reputable shoe manufacturer. Best 


pa fAddress H. L. S., 1607 W. North Ave., 
Baltimore, Md. 


GALESMAN would like to represent some stro 
manufacturer’s line in the South. I havea 
following in that territory. Address K222, care 
oe and Shoe Recorder, 127 Duane St., New 








POSITION WANTED—By a man 46 years 
old that has had 30 years in shoe factory on 
turn shoes—considered as good an upper- 
leather buyer as goes into the market. Is well 
acquain' with jobbing trade—has sold shoes 
for 20 years in connection with gy after 
factory and buying the —y 8 

an all-round man as can found. Bok of 
references from banking and B business men. Go 
anywhere. Would be just the man to with 
anyone contemplating starting a shoe factory 
where experience is need Address B489, 
care Boot and Shoe Recorder, 207 South St., 

Boston, Mass. 














HELP WANTED 


ANTED—A young man thoroughly experi- 
W enced in the wholesale shoe besiene 4 wanted 
by advertiser who is cag A to provide financial 
backing and accept him partner. Address 
B487, > Sipe Boot and Shoe hassestier, 207 South St., 

ton, Mass. 


ANTED—First-class shoe repairer that can 
operate Landis No. 12 machine; will pay 25 














CARESS pee pons aiten he Sak yeas 
now rea os shipment. Address B491, care 
me and Shoe Recorder, 207 South St., Boston, 

ass. 











per cent. Big money for ay man. Apply to 
A. C. Duncan, Gostburs, 
ye POSITION open for the t man. 
Applicant must be ca of ns 
and the details of manufacturing of a rapidly in- 
prefe + vy EF Xe line. oo 
ler one in 8 
would Ly a an all-round shoe man who has a 
of the cut and fitting de- 
partments and general knowl of the = 
its. in wr state er- 
pa py B483, peony be onl Recorder , 
207 207 South St., Boston, Mass. 





POSITION WANTED 


GHOE SALESMAN—Live wire, willing to con- 
nect with good house. Twelve years’ experi- 
tt wholesale house 
endrix St., Brooklyn, 





with lar, 
Dunn, 487 


ence. Formerl 
downtown. Sa 
N. Y. 





WANTED—Position as shoe salesman. Am at 

present covering New York and Long Island, 
but calesbins for a stronger line. Good references. 
Address K221, care Boot and Shoe Recorder, 127 
Duane St., New York. 


Chtwenty-2 OPPENHEIM, just returned from 
_twen cirgasol gone months of overseas service, is 
on the road for some manufacturer 
~ > on Before entering service, Mr. 
Capen penhalen qn ter years a Boston shoe store 
an. He feels that he can make good and 
would like a chance to demonstrate his knowledge 
of shoes and selling ability. Write Charles Oppen- 
heim, 702 Tremont Street, Boston. 
RE yee looking for a real sales manager? Some 
Al le ntact of chor ho aang 
idity aracter, prov’ % 
presence and a clean, su ul ing record of 
twenty-five years with one well-known shoe whole- 
ay is eres for a man of my type. My only 








reason for to leave my present position 
is that it olde ae further opportunity for advance- 
ment. jpetent to assume position of sales 


manager or iy account salesman. My services 
are worth ot ast CASS one yee, bat I giso want 
L ue qpgertunity to earn n to the results 
I produce. ‘Address 79, on. Boot and 

ass. 


Shas Recorder, 207 South St., Boston, 


e- buyer aes’ and children’s 
department. department is very 

Pod and Bae > See ee: 

It will show gains of its own natural gro but 

a good man can double the business 

as the business grows. Write stating 

experience. The P. H. Opie Co., Westerly, 


and advance 








BUYER WANTED 








Buyer forMen’s Shoes 


By one of Chicago’s foremost 
Department Stores. State age, 
experience, references and salary 
expected. An aggressive man 
will find this an _ exceptional 
Address B490, care 


207 


opportunity. 
Boot and Shoe Recorder, 
South St., Boston, Mass. 











LOCATION WANTED 


WANTED — Location to open shoe 
first-class workman with = 
Prendergast, De Witt, fone. — 











TO LET 








TO LET 


IN 
Boston Leather District 


15,000 sq. ft., 2d and 3d 
floors, with very large freight 
elevator. For shoe or upper ) 
leather concern. 

7,000 sq. ft., with freight 
and passenger elevators. For 
shoe or leather concern. 


Apply to 
MEREDITH & GREW 
15 Congress St., Boston 














BUSINESS OPPORTUNITY 








An established Men’s Wear Store is to 
open a branch located in the heart of New 
York, vicinity of 42d Street, and wish to 
sub-let a sufficiently large space for a 
Men’s Retail Shoe Department in the new & 
store. Business to be conducted under 
the clothing store’s name and supervision 
of merchandising to be governed by them. 
Applicants must be already established in 
at least one successful store. Address 
K220, care Boot and Shoe Recorder, 127 
Duane St., New York City. 








No matter what policy you may pursue 
in selling to the shoe trade, nevertheless, 
you need the “BOOT AND SHOE 
RECORDER” all the time. 














